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Stories of the Week 
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Definition of the Week 
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Quotes of the Week 
Save Our Country! 
Patriotic Project 

We Need Your Cooperation 


Stories of the Week 


Martin Hayden, a former neighbor 
of Dope’s, now is a Washington news- 
paper correspondent. Recently he in- 
terviewed an AAF pilot who flies 
State Dept. officials in and out of 
Russia. 

Always, of course, his plane must 
stop at the Soviet border for inspec- 
tion. On one occasion, while the Rus- 
sians checked carefully through the 
magazines aboard, they came across 
a& photograph of Le Sabre—-the Gen- 


eral Motors “dream car of the 
future.” 
This they studied with considerable 


awe 
Kidded the pilot 

“Congress has just passed a law 
providing every American with one of 
those cars when he reaches the age 
of 21.” 

The Commies were shaken visibly. 
So far as anyone in the sportswrit- 
ing business knows, Paul Jackel is 
the only football coach who ever 
retired with an undefeated record. 
Paul, who now sells Tyler commercial 
refrigerators, was a member of the 
“Cinderella” Columbia football team 
which scored the greatest upset in 
Rose Bow! history 

Jobs were hard to find after he 
was graduated, and he “accepted a 
position” as coach of the New York 
Penitentiary (Sing Sing) football 
team. 

His Ossining, N. Y., club won all 
seven of its games. Jackel “quit win- 
ners’’——and hasn't coached since. 
Incidentally, he remembers that his 
quarterback soothed a jittery ball- 
carrier in a huddle thusly: 

“Take your time, boy. You're in 
here for 12 years.” 


Gags of the Week 


Battered old jalopy which sputters 
and coughs around our neighborhood 
wears a candid sign: 
“Lukewarm Rod.” 


“You get out of life what you put 
into it.” 
Minus taxes. 


“Any home built at present prices 
truly is a home of the brave.”— 
Kiel Record. 


Definition of the Week 
Capital Punishment: The govern- 


ment takes your profits to cover its 
losses. 


Verse of the Week 


We might not be 
In this tight fix 

If we gave more 
Thought to politics. 


Quotes of the Week 


“A Communist is a Socialist in a 
hurry. He chops down his fruit tree, 
gathers the harvest in haste—-a tree 
is destroyed. The Socialist lops off 
one limb of his tree, gathers the fruit; 
after a little while he takes off an- 
other limb. This continues until the 
tree is just another stump .. . In 
either case, results are the same.” 
Birmingham News. 

“You can't expect a professional 
politician to make up his own bed 
and then lie in it. He's more likely 
to make up his own bunk and then 
lie out of it.”——Jmp. 
“I for one, do not agree with those 
who say that America is at the cross- 
roads. I believe that we have passed 
that intersection—that we failed to 
read the signs and have already taken 
the side road toward a system that 
is replacing personal responsibility 
and government by law with unwise 
and unjustified centralized controls 


(Concluded on Page 8, Column 4) 
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IR CONDITIONING 
EFRIGERATION 


81 To Exhibit 
At Conference 
In Philadelphia 


WASHINGTON, D. C.--Some 2,000 
persons are expected to attend the 
three-day ninth All-Industry Refrig- 
eration and Air Conditioning Educa- 
tional Exhibit and Conference opening 
in Convention Hall, Philadelphia, on 
Friday, May 2. 

Visitors to the event will be able 
to inspect the educational exhibits of 
manufacturers (81 have now signed 
up for space) and talk with factory 
experts. They can also take in illus- 
trated lectures, motion pictures, edu- 
cational talks, question forums, and 
entertainment. 

The educational exhibits are ‘‘de- 
signed to give the men who install, 
(Concluded on Page 29, Column 4/ 


Full Program Planned 


For Asre Meeting 
In Atlanta June 1-4 


ATLANTA —- Various methods of 
providing automatic defrosting for 
household refrigerators will be dis- 
cussed at the Domestic Engineering 
Conference when the American So- 
ciety of Refrigerating Engineers 
holds its spring meeting in the Bilt- 
more hotel here June 1 to 4. 

This conference, as well as one on 
packaged year-round air condition- 
ers, will be in addition to three regu- 
lar technical sessions featuring 
papers on general refrigeration 
topics, according to the program 
chairman, George Iwashita of General 
Electric Co. 

At the Domestic conference engi- 
neers from several household refrig- 
erator manufacturers will describe 
automatic defrosting systems and 
control methods, and there'll also be 

(Concluded on Page 3, Column 4) 


Hainsworth To Head Rheem 
Engineering, Development 


NEW YORK CITY—Dr. William 
R. Hainsworth, formerly vice presi- 
dent and staff consulting engineer of 
Servel, Inc., has joined Rheem Mfg. 
Co. as head of development and engi- 
neering. 

Dr. Hainsworth joined Servel in 
1929 as a research engineer and 
helped adapt the gas absorption prin- 
ciple to household refrigeration. In 
1935, he was made vice president in 
charge of engineering. Recently he 
was named staff consulting engineer 
to direct Servel’s long-range engi- 
neering program in all fields. 

Late in 1950, Rheem announced 
that it was preparing to produce and 
market a new gas-absorption type of 
household refrigerator developed by 
Clayton & Lambert Mfg. Co. 


Commercial Sales Meetings 
Launched by Frigidaire 


DAYTON -—- “Easier, cooler shop- 
ping for busy housewives will soon 
become a reality,” said W. F. Swit- 
zer, Frigidaire’s commercial sales 
manager, in launching a series of 
district meetings in 40 key cities for 
Frigidaire commercial dealers and 
salesmen. 

“The latest design of Frigidaire 
refrigerators for the home has 
proved the American housewife’s in- 
terest in better facilities for storing 
frozen foods, and she’s going to be 
(Concluded on Page 29, Column 1) 
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‘Round-Up’ Shows Continuing Interest 


DETROITAt least four manu- 
facturers of home freezers have in- 
dicated their approval of the freezer- 
food promotional plan now sweeping 
the country—"“if it is done right”— 
while a fifth has taken a neutral 
stand. 

The National Frozen Food Locker 
Institute said it thinks the plan is 
a “natural” for locker plants. 

Manufacturers who favor the pro- 
gram in general include Hotpoint, 
Kelvinator, Ben-Hur, and Orley. In- 
ternational Harvester made it clear 
that it neither endorses or condemns 
the scheme as such. 

Meanwhile, though some urged 
caution, more and more distributors, 
dealers, and locker plants were get- 
ting into the act, as indicated by the 
following round-up of latest develop- 
ments. 


Ben-Hur To Extend Use of 
Los Angeles Model Plan 


MILWAUKEE — A freezer - food 
plan patterned after the one used by 
its Los Angeles distributor is being 
worked out by the Ben-Hur Mfg. 
Co. here for use in five other regions. 

In Los Angeles, the Ben-Hur dis- 
tributor, Tractor Sales Co., made ar- 
rangements with local locker plants 
to supply frozen foods and meats 
and with local banks to provide 
financing. 

The plan called for the customer 
to purchase the freezer with the re- 
quired down payment and 18 monthly 
instalments and a six-months supply 
of food to be paid for over a six- 
months period. 


Hotpoint Sees Freezer-Food 
Plans as Spur to Sales 


CHICAGO — The advantages of 
freezer-food plans as a means of 
building retailer sales of home 
freezers are being recommended by 
Hotpoint Inc. for use as determined 
by its distributors to fit local com- 
petitive market conditions, John F. 
McDaniel, sales manager, said re- 
cently. 

Because of widely varying market 
conditions across the country, Hot- 
point has not recommended an over- 
all plan as being suitable for all 
localities, he said. 

After studying a number of the 
best plans now in use, the company 
feels that they are not only beneficial 
in creating freezer sales, but also in 
educating the public to the advan- 
tages of the home freezer. 
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I-H Takes Neutral Stand 
On Freezer-Food Plan 


CHICAGO — International Har- 
vester Co. does not endorse or spon- 
sor any freezer-food program nor 
does it condemn them as such, T. B. 
Hale, vice president, revealed in a 
statement of company policy sent to 
all I-H district managers and refrig- 
eration distributors. 

Hale said the statement was issued 
because freezer-food plans are spread- 
ing rapidly and “we want to make 
our position as a company quite 
plain. 

“We feel sure,” Hale continued, 
“that most of our sales districts and 
distributors have had or will soon 


. have occasion to pass judgment on 


proposals of this sort. In such case, 
we recommend that you explore the 
proposal carefully, weighing its ad- 
vantages and disadvantages in view 
of the obvious hazards. 

“In particular, it is vital to estab- 
lish beyond question the character 
and good faith of other firms with 
which a distributor or dealers might 
be associated in such a plan. 

“We will expect district manage- 
ment to exercise such scrutiny and to 
be responsible for seeing that all 
proper investigation is made. 

“However, we are proud of our 
good name and jealous of our repu- 
tation, which has been built up by 
more than a century of honest and 
ethical business practices... At any 
time and in any circumstances where 
we feel that our good name is in 
danger of being damaged, we will 
take appropriate steps to see that it 
is safeguarded.” 


Kelvinator OK’s ‘Ethical’ 
Freezer-Food Programs 


DETROIT —- Kelvinator supports 
any ethical freezer merchandising 
plan that is in the best interests of 
its dealers and the public, according 
to Charles J. Coward, merchandising 


manager. 

Coward said the company has in- 
vestigated freezer and food tie-ins 
for nearly a year, and some months 
ago outlined an acceptable plan of 
this type to its field organization. 
He said a number of Kelvinator 
zones and distributors currently are 
employing the plan, incorporating 
such modifications as were found de- 
sirable to meet local conditions. 

“In Kelvinator’s viewpoint,” Cow- 
ard said, “an acceptable, ethical 
freezer-food plan should conform to 
the following principles: 

“1. The sale should be made 
through a legitimate, retail outlet. 

“2. The food should be supplied by 
a reliable local source. 

“3. Actual costs of both freezer 
and food should be clearly stated 
along with down payment and the 
monthly payment schedule. 

“4. Food savings possible, drawing 
attention to a freezer, should be 
accurately represented.” 


Orley Thinks Food Plan 
Good for Dealers, Users 


DETROIT — Orley Brothers, Inc., 
manufacturer of the Orley freezer, 
considers the freezer-food plan a 
good way to move merchandise, Joe 
Orley, vice president, declared. 

“We believe that, if handled prop- 
erly, it is a sound plan for the user 
and also for the regular appliance 
dealer. We are working with the big 
food plan operators, but are careful 
to screen all who use the Orley 
freezer in their We at- 
tempt to supervise them through our 
field representatives to see that they 

(Concluded on Page 4, Column 1) 


First Quarter 


Commercial 
Sales Top '51 


CRMA Says Old-Fashioned 
Selling Is Remedy for 
Slump In 51 Sales Volume 


CHICAGO—Members of the Com- 
mercial Refrigerator Manufacturers 
Association meeting here on April 
10 and 11, unanimously concluded 
that there is nothing in the present 
situation that cannot be cured by a 
liberal dose of old-fashioned selling 
methods, with adequate attention to 
advertising and other time-tested 
sales promotion activities. 

The industry's volume last year 
dropped 19.1% below 1950, exclud- 
ing sales to the military services, it 
was revealed. Intensive selling effort 
in the closing months of the year are 
credited with averting a much larger 
shrinkage that had been expected 
to result from virtual stoppage of 


An encouraging pickup for the first 
quarter of this year was reported, 
with several manufacturers running 
comfortably ahead of the same period 
last year, and beginning to accumu- 
late backlogs. 

The meeting was conducted in open 
forum style, with Robert L. Tyler, 
president of Tyler Fixture Corp., 
CRMA's president, as chairman. All 

(Concluded on Page 3, Column 1) 


Racca Favors 1-Year 
Commercial Warranty 


NEW YORK CITY—Alarmed at 
the “struggle” among air condition- 
ing and refrigeration equipment 
manufacturers to “outbid each other” 
in the duration of their product war- 
ranties, the Refrigeration & Air Con- 
ditioning Contractors Association has 
gone on record as favoring no more 
than a one-year warranty on com- 
mercial equipment. 

In addition, RACCA said, it will 
“attempt to get the cooperation of 
all the other trade associations of 
the industry to the end that these 
ill-advised practices will cease and 
the welfare of the industry be main- 
tained.” 

The association declared that 
(Concluded on Back Page, Column 1) 


Money Saving Equipment 
Ideas Get Top Billing 
At Restaurant Convention 


CHICAGO — “Money Saving Ideas 
in Food and Equipment” will be the 
first topic of discussion at the annual 
convention and exposition the Na- 
tional Restaurant Association will 
stage at the Navy Pier here from 
May 5 to 9. 

Equipment ideas will be offered by 
four speakers at the general confer- 
ence session on Tuesday morning, 
May 6. They will discuss the relation 
of employe fatigue to the heights of 
work tables, producing and saving 
hot water, barbecue work equipment 
and sauces, and useful gadgets. 

No discussion of refrigeration 
equipment is listed in the program. 

The 720-booth exposition, expected 

(Concluded on Page 29, Column 2) 


Hess To Manage Sales of 
2 Lines for Schaefer 


MINNEAPOLIS — Elton F. Hess 
has been appointed manager of ice 
cream and frozen food cabinet sales 
for Schaefer, Inc., 
it was announced 
by B. W. Hanson, 
president. 

Hess, who has 
been with Schae- 
fer, Inc. since 
1943, has been dis- 
trict factory rep- 
resentative for the 
company, covering 
Minnesota, Wis- 


consin, Iowa, 
North Dakota, 
Elton F. Hess South Dakota, Ne- 
braska, Montana, and Wyoming. 
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Operatio: Greed Box 
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Catering Co of Anchorage and the 
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bs. Frozen Baked Goods Weekly 
Shipment to Anchorage, Alaska 


idea, and shipped the first 15,000 Ibs 
of Dread in December 

Baked by tLangendorf United 
Bakeries, Inc. in Seattle, the bread 
was frogen to -10° F. and then re- 
frigerated with dry ice for shipment 
to Alaska by fast coastal passenger 
steamer En route, the containers are 
insulated against temperature changes 
with aluminum foil The foil com- 
pletely seals the interior. Container 
dimensions are & x 8&8 x 6% ft 


Frozen bread is unloaded from the 
ship at Seward and is transferred by 
flat car to Anchorage, where it is 
rushed into a huge low temperature 
storage room maintained by Smith 


The company plans to have 24 of 
the big boxes in operation by mid- 
1952, and will probably ship in excess 
of 20.000 Ibe. of bread and bakery 
products every week, according to 
Smith 
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Dog Owners Beat Path 
To Feed Store Freezer 


HORSHAM, Pa... Adding a freezer 
to the dog food section of his feed 
and grain store here enabled Orie 
Kindy, manager of the Pine Run 
Feed Supply Co., to handle a new 
product. frozen dog food--which has 
brought him added profits without 
any promotional effort. 

We have always been asked to 
supply our customers with frozen dog 
food but didn’t do so because we 
didn't have any place to store it,” 
Kindy related. “Then we decided to 
buy a small freezer and store some 
frozen dog foods for our regular 
drive-in trade.” 

Customers coming into the store 
immediately noticed the freezer and 
began to patronize it. No promotion 
other than a sign reading “Frozen 
Dog Food” attached to the cabinet 
was used to prod business along 

Before long, Kindy said, customers 
who called in for regular weekly 


orders of feed started to order froz- 
en dog foods and soon the freezer's 
capacity became too small to carry 


larger inventory required. 
So Kindy purchased another larger 
size unit and put that in his mill. 
“We keep the additional freezer in 
the mill so that deliverymen can take 
what they need from it without com- 
ing into the store,” he said. 
“As for the one in the store, it has 
to remain there—it sells for us.” 


Convent in Illinois Expands 
‘Warm Room’ Locker Storage 


TECHNY, IL — Additional locker 


units for its basement-installed 
“warm room” type refrigerated 
locker storage plant, have been 


ordered by Holy Ghost convent here 
from Talbert-Thomas, Chicago re- 
frigeration contractor which made 
the original installation. 

The convent, which operates exten- 
sive farming properties and raises 
livestock, installed the basement-type 
locker storage to preserve the foods 
which it raises for its own institu- 
tional feeding purposes. What has 
been accomplished thus far with this 
system apparently has been success- 
ful, in view of the order for addi- 


tional equipment. 
— —EE ETE 


PATENTS APPLIED FOR 


nother Schaefer Engineering First to give you 


> Greater Heat Transfer 
> Faster Defrosting 
> Better Circulation 


Watch for announcement of sensational new 


Pak-A-Way line of home freezers. 


| foil for food 


Lobster Frozen In Seaweed 
Planned for New York Sale 


PORTLAND, Me.— Thanks, to a 
method of quick freezing lobsters 
with seaweed the minute they come 
off the boats, the North Atlantic 
Lobster Institute expects to intro- 
duce frozen lobsters to the New York 
City market some time this spring. 

Frozen lobster will be marketed 
either through a special organization 
set up by the institute or through 
brokers. 

The frozen product will come 
packed in a plastic bag. Consumers 
will be instructed to let the lobster 
thaw for four hours and then pop 
the lobster—plastic bag, seaweed, 
and all—-into boiling water for 12 to 
20 minutes. Then serve with drawn 
butter. 

The institute claims that critical 
Maine gourmets have already pro- 
nounced frozen lobster as much as 
six months old as better in flavor 
than live ones. 

When packed with the rockweed, 
the lobsters can be shipped to distant 
markets, as has been proven in tests, 
without loss of juices, weight, or 
flavor, the institute said. 

It pointed out that increased low 
temperature shipping facilities and 
frozen food cabinets in retail stores 
make the frozen product easier to 
handle than the live and makes the 
costs of handling about the same. 


Offer of Aluminum Foil 


Tempts Freezer Users To 


Send In Prospect Leads 


MEMPHIS, Tenn.—Offering users 
of home freezers purchased through 
the store a $2 package of aluminum 
wrapping, proved to 
have better results than the usual 


| cash offer at Wallace-Johnston Ap- 


pliances, Inc. here. 

Wallace Johnston, head of the 
firm, is a great believer in “using 
the user” and regularly circularizes 
chosen lists of appliance owners with 
offers of related appliances or 
rewards for the names of friends or 
relatives who will buy the same ap- 
pliance. 

He never duplicates the same re- 
| ward and has found through long 
experience that some item which can 

be used in direct connection with an 
| appliance seems to get better results 
| with the average housewife than a 
cash offer. 

During October and November, 
Johnston offered a $2 package of 
aluminum foil paper, a deluxe item 
for wrapping meats, pastry, and other 
foods for the home freezer to any 
housewife-user, who provided the 
name of a prospect who could be 
sold a home freezer in the next 30 
days. 

Almost twice the usual number of 
tips came in according to the veteran 
appliance dealer, and sales were made 
| in proportion to the number of good 

leads. 


| Hanson Named Quicfrez 
Regional Sales Manager 


FOND DU LAC, Wis.-—-Appoint- 
ment of Paul A. Hanson to the posi- 
tion of regional sales manager for 
the Quicfrez line of refrigerators and 
freezers in Ohio and southern Indiana 

| has been announced by Harry Ryan, 
sales manager for the sanitary Re- 

| frigerator Co. here. 

| In his new position Hanson will 

| service the company’s distributor or- 

| ganization in the assigned territory. 


Jet Appliance Fined $500 


NEW ORLEANS—A $500 fine was 
| imposed on the Jet Appliance Co. 
| here for violating Regulation W by 
the U. S. District Court in New Or- 
| leans. The court's action followed a 
| plea of nolo contendere. 


| AIR 
CONDITIONERS 


3 to 50 Ton Units complete 
with evaporative condensers 
BAL-AIR MANUFACTURERS 


P. O. BOX 576 
COLUMBIA, &. C. 


oO 


3 


SSPSBSpecees SEYBSseses 


eepeeewseonenresrudgc: 


-mnoboenmee - «© - 


_—~_ OS 


de MUR wood eet ore  S. aa. 
2 1 BEB se Be . 
— rd a | - 
: a 
|" EEE cr 
| al 
| az 
ea Ltye Y/ — 
| KkLMiL sip ae = ee) 
: iim Li; Z Ly jj, ee 
_ Mpeg MLL 
| PAK AWA ET ee 
aay er ; Uf PPL TTA 
B Upright MUU 
| Maga UM yy | 
| LUT 
g ypitwea — 
“4 > aan i Fr. oa 
: ; P e _ : % :  & 7 fp _ 
— : a a a TvrTeske. 6. «CtiédgayrD.COCSS 
u . | — oo wee & * ia 
_ 3 _— 
pew th bl See fy gs Be na oe 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 28, 1952 


3 


CRMA-- 


(Concluded from Page 1, Column 5) 


phases of the industry's operations 
were carefully explored, with empha- 
sis on labor, government restrictions 
on materials, and the effects of con- 
tinued inflation on profits. All com- 
panies reported reduced profits last 
year, due in part to lower volume and 
higher costs, but also to the growing 
tax burden. 

The demand outlook for the re- 
mainder of the year was considered 
good, if the prospect of an easing in 
government restrictions on commer- 
cial construction materializes, as well 
as an increasing consciousness on the 
part of retail food store operators 
that greater sales volume and reduced 
spoilage through modern refriger- 
ated fixtures is their only means of 
offsetting the pinching effect of OPS 
ceilings. 


2% MORE VOLUME NEEDED 
TO MAKE SAME PROFIT 


It was pointed out, however, that in 
order to maintain the same rates of 
profit as last year, the average manu- 
facturer must enlarge his production 
volume at least 25%, while at the 
same time using every technique at 
his disposal to cut unit costs and in- 
crease productive efficiency. 

Among the tools the industry plans 
to employ are enlarged advertising 
budgets, resumption of national and 
regional sales conventions that many 
had eliminated during the buyers’ 
market period, greater attention to 
sales training in the field and furnish- 
ing dealers and distributors with all 
the sales helps they might need to 
overcome the present apathy of pro- 
spective equipment buyers generally. 
The manufacturers also were urged 
to take a greater interest in the 
financial well-being of their dealers 
and distributors through advice and 
assistance in adopting efficient man- 
agement principles. 


SALES OF OPEN CASES REVEAL 
SHIFT IN FOOD MERCHANDISING 


It was revealed that sales of open 
type self-service display refrigera- 
tors in both normal and low tempera- 
ture models accounted for 56.7% of 
the industry's total volume in 1951, 
as compared with 13.9% for conven- 
tional style closed display cases, evi- 
dence of the revolutionary change 
that has occurred in food merchan- 
dising methods since the war. 

A slight drop in demand for low 
temperature equipment was reported 
for the year, despite claims made by 
frozen food spokesmen that the equip- 
ment manufacturers were not meeting 
requirements, as published in a re- 
cent issue of AIR CONDITIONING & 
REFRIGERATION NEWS. 

The industry has ample capacity 
to meet all such requirements, it was 
emphasized, but quite understand- 
ably it does not wish to become in- 
volved in any of the “free refrigera- 
tor” deals some frozen food operators 
have advocated to overcome retailer 
resistance toward new frozen food 
products or brands. 


WOOTTON PRAISED 


Members of the association's De- 
fense Committee expressed satisfac- 
tion with the way in which the CMP 
allocations program of the National 
Production Authority has been oper- 
ated, with much of the credit going to 
A. Gordon Wootton, chief of NPA’s 
Refrigeration Section. Although re- 
duced demand for industry products 
has been a factor, the committee 
pointed out the supply of parts, com- 
ponents, and raw materials has been 
coordinated to the extent that the 
individual manufacturer has not been 
handicapped to any serious degree. 
The committee's report also expressed 
the opinion that due to the new 
stretch-out program recently an- 
nounced in Washington, there should 
be sufficient materials to take care 
of the expected enlarged volume, with 
a strong possibility that carbon steel 
may be decontrolled by the end of 
the year. Aluminum, however, con- 
tinues to be short and copper is ex- 
pected to remain on the critical list 
for some time to come, the report 
said. 


Named to Assn. Committee 


CLEVELAND—J. H. Rasmussen, 
Perfection Stove Co.'s vice president 
and director of appliance sales, has 
been named to the executive com- 
mittee of the electric range section 
of the Institute of Cooking and 
Heating Appliance Manufacturers, it 
was announced here. 


Fogel Adds 4 District 
Managers to Sales Staff 


PHILADELPHIA — Four new dis- 
trict managers have been added to 
the field sales organization of the 
Fogel Refrigera- 
tor Co., according 
to “Terry” Ter- 
hune, vice presi- 
dent in charge of 
sales. 

J. E. Mead, with 
headquarters in 


0. W. Weiss 
Richmond, Va., 
now covers Vir- 
ginia and North 
and South Caro- 
lina. These states 
were previously 
Herman Walker covered by the late 

G. T. Smith. 

Oo. W. Weiss of Inter-Mountain 
Sales Co., Denver, covers the Rocky 
Mountain states. His associate in this 
operation is Duncan L. McLaren. 

Herman Walker is the new dis- 
trict manager for Central Texas, with 
headquarters in San Antonio. 

M. E. “Mike” Glenn covers the east- 
ern part of Texas and operates out 


NPA Approves 1,599 
Commercial Construction 


Projects for 2nd Quarter 


WASHINGTON, D. C.--Approval 
of 1599 commercial construction 
projects throughout the United 
States was announced recently by 
the National Production Authority. 
The approvals, made on second 
quarter applications, carried allot- 
ments of materials for that or suc- 
ceeding quarters. 

A breakdown of the approvals by 
45 categories of construction shows 
churches lead the list with 638 proj- 
ects. Next largest categories are of- 
fice and loft buildings with 84 
projects and retail stores with 161. 

In addition, NPA said, there were 
some 350 applications deferred. 


Resistoflex Joins Rema 


WASHINGTON, D. C.—-Resistofiex 
Corp. of Belleville, N. J. has become 
a member of the Refrigeration Equip- 
ment Manufacturers Association, the 
association announced recently. 

Herman E. Krebs, vice president of 
Resistofiex, will be the official repre- 
sentative in the association. The com- 
pany makes flexible non-metallic hose 
assemblies for refrigeration and air 
conditioning applications such as 
liquid, suction, and charging lines. It 
also makes molded parts. 


Edwards Store Gets Cooling 


CONWAY, 8S. C.—Equipped with 
summer and winter air conditioning, 
the new Edwards 5-10-$1.00 Store 
has reopened in new and enlarged 


quarters here. 
a 


ASRE - - 


(Concluded from Page 1, Column 2) 


a discussion of a new finish designed 
to improve water run-off from eva- 
porators, explains C. D. Harris of In- 
ternational Harvester Co., chairman. 

A non-commercial exhibit of re- 
search and laboratory equipment for 
domestic refrigerator engineers is 
also planned for this meeting, it was 
announced, and the following exhibits 
are under consideration : 

A new low cost polystyrene design 
for deep drawing with a vacuum pro- 
cess; a new finish porcelain that does 
not require a cobalt ground coat; 
demonstration of a silicone finish that 
facilitates water run-off; demonstra- 
tion of a method of observing motor 
winding temperatures during continu- 
ous operation; demonstration of a 
new combination timer and defrost 
thermostat. 


To open the Air Conditioning Con- 
ference a “Review of Present and 
Future Market for All Year-Round 
Air Conditioners” will be presented 
by a well known utility executive, 
according to Paul B. Moore of York 
Corp., conference chairman. 

This will be followed by three pre- 
pared discussions on the application 
of year-round conditioners operated 
by gas, electricity, and a combination 
of gas and electricity, plus the appli- 
cation of packaged unit to existing 
forced warm air residential heating 
systems. 

Three regular technical sessions 
will be held on Monday, Tuesday, and 
Wednesday mornings, the afternoons 
being left open for committee meet- 
ings, inspection and sightseeing trips, 
golf matches, etc. 


Papers being considered for the 
technical sessions include: 


“Atomic Radiation as it May Affect 
the Refrigeration Industry” by Dr. L. 
E. Brownell of the University of 
Michigan; two or three papers on 
lubrication, selection, and evaluation 
of oils for refrigeration systems; 
“Fundamentals of Refrigerant Pip- 
ing”; “Properties of Metals at Very 
Low Temperatures”; a discussion of 
pressure-volume-temperature proper- 
ties of the “Freon” compounds; 
“Thermal Electric Analogue”; a de- 
scription of a new refrigerator cabi- 
net heat leak calorimeter; some de- 
sign and construction problems en- 
countered in the erection of tonnage 
oxygen plants; how safety provisions 
as exemplified by the B-9.1-1950 
safety code may prevent accidents; 
and “Latest Methods Employed in 
Freezing Poultry.” 

The Atlanta Convention Commit- 
tee, headed by Dr. J. G. Woodroof, 
Georgia Experimental Station, and 
Cc. T. Baker, consulting engineer, is 
arranging for a full entertainment 
program including the traditional 
ASRE dinner-dance, a barbecue at 
one of Atlanta’s beautiful country 
clubs, golf matches, inspection trips 
to the Lockheed Aircraft plant, and 
the Low Temperature Laboratory at 
Georgia Tech. 

A reception will be given by Presi- 
dent Edward Simons on Sunday eve- 
ning following the meeting of Council 
at which refreshments will be served. 


Luncheon for the ladies will be held 
at Mammy’s Shanty followed by 
sightseeing trips to Atlanta's famous 
Cyclorama depicting scenes of the 
Civil War-—-1861-65, and the Wren's 
Nest, former home of Joel Chandler 
Harris, author of the Uncle Remus 
stories of “Brer Rabbit.” 


of Houston. a 
The appointments give Fogel 100% 
coverage throughout the United | 


States and in addition, the company’s 
products are exported to many for- 
eign countries, Terhune said. 


New Firm Specializes In 
Decorative Plastic Parts 


EVANSVILLE, Ind.—To meet the 
growing volume of decorative plastic | 
parts used in the refrigeration field, 
a new organization specializing in 
the molding, painting, and plating of 
thermoplastic parts has been formed 
by C. W. Krause, a pioneer in the 
field. | 

The new organization is Shawnee | 
Plastics, Inc., with factory at 1801 | 
W. Iowa St. here. | 

Krause was formerly secretary of | 
Kent Plastics Co., Evansville, and 
was one of the pioneers in the de- 
velopment of ornamental plastic | 
parts produced by Hoosier-Cardinal 
Corp. 

Shawnee expects to begin produc- 
tion of ornamental plastic parts in 
approximately 30 days. 


Thor Reports Sharp | 
Decrease In Net Profit 


CHICAGO—-Thor Corp. recently | 
reported sales of $22,581,086, and net | 
profit of $692,914, or $2.07 a share, | 
for the year ended Dec. 31, 1951. 

In 1950 the company earned $1,863,- — 
900, or $5.39 a share, on sales of — 
$29,930,337. 

Chairman Raymond J. Hurley told 
shareholders the sales decline was | 
attributable to a general letdown in | 
appliance purchases after unnaturally 
high buying in the nine months 
following U. 8S. entry into Korean | 
hostilities. 

The company’s hopes of offsetting | 
the declines in appliance sales with | 
defense production were not realized | 
because of difficulties in obtaining | 
promised deliveries of machine tools, 
he said. 

Hurley reported, however, that de- 
fense tooling now is 95% complete | 
and that the company is in volume 
production on orders for ordnance 
and aircraft materiel. Unfilled de- 
fense orders total $12,500,000. 

“While our 1952 plans call for a 
heavy emphasis on the production of 
defense goods,” Hurley said, “we are 
not forgetting our primary function: 
the manufacture and sale of home | 
laundry appliances. | 

“Automatic washing machines are — 
enjoying a high level of demand and, 
with our entry into this field 
(September, 1951), we expect to 


share in this large potential.” 


you CAN BE SURE...1F ITS 


Westinghouse 


SUR E OF OPPORTUNITY AND PROFIT 
by qualifying for the Westinghouse Air Conditioning 
Franchise in your trading area. 


SURE OF NATIONAL ADVERTISING 


SUPPORT — W estinghouse Air Conditioning Distributors 
and Dealers get double-barrelled advertising support. 

To back their efforts on a nation-wide scale, there 

is air conditioning advertising in consumer magazines 


as well as commercial and industrial publications. 
Every ad refers prospects to Distributor tie-in 


listings in local phone directories. 

In addition, the tremendous Westinghoure advertising 
campaigns for its many merchandising and industrial 
products creates broad consumer acceptance for 


all Westinghouse products. 


¢ UR 3 OF STRONG PROMOTIONAL 


BACKING—No promotion program in the air 
conditioning industry surpasses that available 
to Westinghouse Distributors and Dealers. The selling 


books, direct mail pieces, specification sheets and 
proposal forms are supplemented by identification decals, 
displays, truck painting plans and other materials. 

The literature is furnished and imprinted free of charge. 


SUR ms OF THE PRODUCT LINE —\ estinghouse air conditioning equipment is the product of 
advanced engineering and design. Take, for example, the hermetically-sealed compressor. It was pioneered by 
Westinghouse for air conditioning installation in 1936, and today is still the only line of hermetics from 2 to 100 tons, 
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and that their pihine are sound We 
don't want.to beLoconnected with any 
ter} 


: At the ; ears time we are not 
5 neglects ng to oh a dealer cutlets 


dynan 


ard think «haf « niually the reguiar 


appliane fea er going to use the 

; food plan 
We hawe fom ay in almost al 
vir territ tee n he concluded 


¥ for Food 


Dept. Store "lan Allows 18 
Month. Yo 4 


it FADO ittiers department 


store here sere announced ite own 
that offers up to 
for beth the food 


home 
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means \maximum 


efficien ry 


 snotat low 


The “Serpentine 


sides provides anfethciency that cuts refrigeration costs to a 
minimum, ‘to thee plates, the channels for the refrigerant 


are formed by jogiing 4 flat metal sheet to an embossed metal 


Theye ist 


direct contsct with the jentire surface to provide the 


equivalent of LOG > prime surtace 


passage and the 


drop to an absolge migimum, Plates can't possibly become 


clogged or oil loghged 
ethaent rehnger 
Kold- Hold: Seep 
applications are 
that Serpentine 


ref rigerathpa p. diflems: 


advantages and 


ine”’ design 


lesign of Kold-Hold prime surface low- 


internal cubing of piping so the refrigerant is in 


The size of the refrigerant 


nooth contour of the return band reduce pressure 


As a result, the Serpentine design gives you more 
ion with less crouble and for less money 

tine (Plates are extremely versatile 
mstaatly uncovered which add continuing evidence 
ates provide the most efficient solution for many 
The new Kold-Hold Catalog describes their many 
ss. Write for your copy today. 
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Peiree-Phelps Plan Provides 
Credit for Waste Bone, Fat 


PHILADELPHIA Consumers who 
take advantage of the “Amana Food 
Budget Pian introduced 
cently by Peirce-Pheipa, Inc 
diatributor 
and fat on 


here re 
Amana 
get credit for waste bone 
meat, with 
market 
Newton HB 


prices based 
accord 
product 


rates 


M inet! 


" prevailing 
nm te 
far age r 
Actually, the distributors program 
offers, through dealers, four different 
designed to fit the needs of any 
size family The food is supplied by a 
locker plant. Basic facta of the plan 


plana 


are theme 


The purchaser of an Amana freezer 


becomes a member of a wholesale 
food club He buys «a three-month 
supply of frozen foods according to 


his needs but must order a minimum 
of $125 worth if he wants the trans- 
action financed 

The food ia then delivered to the 


customers home, ready to be stored 


in the freezer Every three months, 
the locker plant sends the customer 
a list of frogen foods from which 


another order can be made up 


Say 6,000 Freezers a Month 
Sold In Southern California 


LO8 ANGELES A measure of the 
success of the freezer-food plan in 
this area was given at a recent con- 
vention of the Approved Freezer Food 
Pians Association, Inc. here by Theo- 
dore H. Silbert, Standard Factors 
Corp 

Silbert said, “Approximately 6,000 
freezers are being sold here monthly 
That is equivalent to a business of 


: 


New 


$3,000,000 monthly, apart from the 
value of the food. This is an annual 
rate of $36,000,000" 

At the same convention, Alfred 
Safady. president of the association, 
declared that more than 75,000 south- 
ern California families are now on 
the “food plan way of life” 


Locker Plant a ‘Natural’ 
For Plan, Says Institute 


ELIZABETHTOWN, Pa 
plant operators are 
intenme interest the snow-balling 
growth of the freezer-food plan and 
some are already participating, states 
the National Frozen Food Locker 
Inatitute 

Certain 
food for 


Locker 
watching with 


operators are supplying 
outside organizations that 
well the plan while others not only 
supply the food but also sell the home 
freezer, according to the inatitute 
Presence of the ‘fast buck boys’ 
in the field does not necessarily mean 
that all freezer-food plans are un- 
sound,” an institute bulletin declares 
A number of existing plans are 
sound and more good ones are on 
the way. Industry leaders agree that 
freezer-food plans, when properly es- 
tablished in conjunction with well 
operated locker plants, can meet with 
great and enduring success.” 
Locker plants, the institute be- 
lieves, are “naturally suited” for sup- 
plying meat and frozen foods without 
“short circuiting normal food distri- 
bution channels.” Besides having fa- 
cilities for processing and freezing 
meat in quantity, many plants are 
even now buying frozen foods from 
packers on a direct basis and are 


otherwise in position to supply frozen 
foods at quantity discounts. 
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Don't Try To Duck Food 
Retailer, Distributors Warn 


CHICAGO. - Words of caution about 
the possible repercussions from the 
current rage of freezer-food plans 
were issued by some major appliance 
distributing officials here recently 

One such official was quoted as 
saying 

Never indicate to any consumer 
that a retail outlet can be by-passed 
in the purchase of merchandise. It is 
not economically possible and it only 
adds to the confusion.” 

Charles Woods, appliance sales 
manager of Genera! Electric Supply 
Corp. here, stated: “Remember that 
food retailers are the biggest adver- 
tisers in the country. If the industry 


ducks those retailers by selling 
through wholesale sources, these 
stores could turn around and sell 


appliances at wholesale.” 


Phileo Distributors, Dealers 
In Buffalo Announce Plan 


BUFFALO -. Customers can buy 
$200 worth of frozen foods within a 
year at a cost of $140 under a freezer- 
food plan announced in a double- 
spread newspaper advertisement by 
W. Bergman Co., western New York 
Philco distributor and 16 dealers. 

Thus, the ad indicated, the plan 
enables consumers to enjoy a saving 
of 30% on frozen foods in that time. 
In the ad each dealer's name was tied 
in with a specific frozen food to show 
how much the purchaser of a freezer 
would save on that food item. 

The plan works like this: When a 
person buys a Philco freezer, he gets 


4 12 frozen food order forms—one for 


each month—-from which to select 
the foods desired. The forms carry 
national-advertised list prices, but the 
customer gets a 30% discount on 
each order. The dealer mails the 
forms to the distributor, who arranges 
for delivery of the food to the cus- 
tomer’s home. 


Chicago BBB Uses Guide 
To Appraise Food Plan Ads 


CHICAGO — The Chicago Better 
Business Bureau recently drew up a 
seven-point guide for measuring the 
acceptability of freezer-food plan ad- 
vertising. These were the points: 

1. It should be clear that the con- 
sumer must purchase a freezer. This 
fact should not be hidden or subordi- 
nated. 

2. Featuring choice meat cuts next 
to low price tags must be eliminated. 
One or more cuts should not be fea- 
tured adjacent to a price that applies 
to the entire carcass, side, or quarter. 

3. Such expressions as “No cost to 
you,” “free,” “save cost of freezer” in 
connection with the freezer should be 
eliminated. 

4. Statements that food is offered 
at wholesale prices or in wholesale 
lots should be abandoned until and 
unless this is fully established. 

5. All statements of saving should 
be eliminated until ample proof has 
been supplied by the advertiser and 


QUALITY 
COOLERS YOU 
CAN FIT INTO 


YOUR LINE and 


substantiated by the BBB or other 
acceptable authority 

6. Only government grading words 
on meats, such as “prime,” “choice,” 
or “good” should be used. No alpha- 
betical gradings such as “AA.” 

7. If the amount of the down pay- 
ment, weekly or monthly payments 
are quoted, they must be in accord- 
ance with Regulation W. Statements 
such as “pay as you eat” or “low 
down payment” that might suggest 
freezers are being offered at more 
convenient terms than allowed by 
Regulation W are not acceptable 


Head of ‘Super’ Chain Hits 
‘Exaggerated’ Saving Claims 


DETROIT--Claims in some freezer- 
food plan advertising that customers 
can save as high as 30% on food are 
exaggerated, according to Sol C. 
Shaye. president of Big Bear Markets 
of Michigan. 

Even supermarkets don't have that 
kind of markup on food, Shaye de- 
clared. He stated in noting that sav- 
ings claims in advertisements on the 
freezer-food plan jointly sponsored 
by General Electric Supply Corp., 
G-E dealers, and Big Bear are being 
kept on the conservative side. 


San Antonio Locker Plants 
In Freezer-Food Promotion 


SAN ANTONIO—A “save as you 
eat” plan under which purchasers of 
home freezers can buy food at whole- 
sale prices has been inaugurated by 
three locker plants here known as 
the Frozen Food Centers. Deepfreeze 
and Amana freezers were offered in 
advertising. 


Firm In New Orleans Uses 
Gov't Data To Back Claims 


NEW ORLEANS—Residents here 
were being told via radio and televi- 
sion that they could effect substantial 
savings in their food bills through a 
freezer-food plan developed by Bar- 
nett Furniture Co., Inc. 

Salesmen handling the plan are 
given special training. When an in- 
quiry is received, a salesman goes to 
the caller's home and tells the sav- 
ings story which he backs up with 
a chart and government food-buying 
statistics for families of various sizes. 


Supermarket Develops Own 
Plan, Gives $50 Free Food 


CLEVELAND — The Pick-N-Pay 
supermarket chain has entered the 
freezer-food plan competition here 
with a plan of its own. It is offer- 
ing a 13-cu. ft. Deepfreeze and $200 
worth of food for a down payment of 
$75.98 with 18 months to pay. In ad- 
dition, the purchaser gets $50 worth 
of free food certificates which he can 
spend at the market at any time. 

The chain also offers “packers 
cuts” of meats at “lower than OPS 
ceiling prices” which Pick-N-Pay 
butchers will custom cut, prepare, 
and package to the customer's order 
for sevage & in his home freezer. 
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SELL AT A PROFIT 


You sell quality, trouble-free cooling 
in these electric units that operate 
4,5, 6ft 
Unobstructed interiors. Baked Enam- 
el finish for beauty and sanitation. 


wet or dry. In 3 sizes 


the BEVCO Company, Inc. 
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a New 


PIBERGLAS OOEE a | 


Air Pil ter Promotion 


in Support 
Of the air conditioning 
Service | 


businers 


SERVICE! 


Owens-Corning Fiberglas Corporation, maker of the Dust-Stop Air Filter, long the 


New DUST- STOP’ Filter leading replacement filter, offers you a complete packaged program designed to , 


increase your air conditioning service business. The program consists of: 


Promotion Helps You... DIRECT MAIL MATERIAL NEW SERVICE IDEA 


| - 6 ee. 2 ee. 2 ed 


; Colorful, free materials are available to help you The Reminder Service Plan is a simple, low-cost plan tha! 
sell service: helps you get service business you are not getting now — 
and increases your DUST-STOP profits. 
° Double Post Card Reminder Plan Folder 
: sell more service Tha ton on tone rice Th folder dexribar new 
selling . Your custom- Reminder Service 
y & er orders service simply by will help you add to your 


oe sell an additional service 


= build sales from service 
regular filter replacement 
and periodic service. They 
help you build up profitable 
DUST-STOP sales. 


Reminder Sales Letter 


letters, or os a hand-ovt piece. 


Sales Letters 


increase filter profits 


BACKED BY 


NATIONAL Put this program to work—today—for you. Contact your local Fiberglos dis- 
ADVERTISING — "®t for more complete information on this program. Or use the coupon. 


FIBERGLAS Sees 


the booming residential FOR MORE COMPLETE INFORMATION... 


OWENS - CORNING 


| 


* 
: To: Owens-Corning Fiberglas Corporation . 
= Dept. 107-D5 Toledo 1, Ohio . 
s & ° Please send me more information on your new air conditioning service : 
* promotion. 
e . 
e * 
e pee RT SS SS LS EE ‘a . 
e . 
" Company _ a minha — . 
e . 
AIR FILTERS heli 3 Peer take Pan. 
7 
; I buy my filters from . 
o 
*FIBERGLAS ond DUST-STOP ore trade-marks (Reg. U.S. Pat. Off.) of Owens-Corning x ea 
Fiberglas Corporation for products made of or with fibers of gloss. SOHC SEES ESE HEHEHE HEHEHE HEHEHE HES 
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° signing and mailing re- service volume and profits 
r turn cord. Tells how to operate plan 
\ and contoins samples of free . 
‘ ~~ @ \ 6-Page Self-Mailer Reminder materia. 
; \ _ bon folder sells the benefits _ , Reminder Post Cards : 
regular service —tells why 4 ‘ , 
: = DUST-STOP is the preferred ’ 1, on ov cpoemaing pos A 
ox 
a icant Sopuseociwcomre es 
~ 2 a==*\ should be run off on your own eer Suggested copy for o letter t 
2 letterheads, signed by you, = Teed to help you develop your : 
' ra and mailed to selected pros- Wea service business on the Re- 
pect list. ee aN minder Plan. You have the : 
Eos nea letter printed on your own ‘ 
as — 
prospects . 
ae ie er ec e: oe i ee ig 
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| : : : SS ae eaten ‘came Ce Clothes Drier 

rts Materials and Equipment = vrs sare (pater Grasley Sorts Shipping 
i a le M-100, the housing order Shipments Due During May = Room Air Conditioners 

ood Stricken Territories All other buildings, structups gis 1ANCE. 


and projects 5 tons of steel, 2,000 


To Aid F 


Ohio--Rumors of a 


tbe. of copper, 1,000 Ibs. of alumi- Duchess electric clothes drier wits at ae = 
wasnincron 8p ¢ Prompt lential construction. This regulation = sum have been confirmed by Jules Alex- Crosley year-round air conditioner 
yaid in the torn aliceations and «uthorizes owners of buildings in andre, sales manager of Appliance are now being made, according to 3 
epriority aasvitance#for materiaia and = the distressed areas to obtain ma Mfg. Co. here, who stated that actual L. Armstrong manager of the on 
Feyuipruent ’ mnsueen Cone SP SCneEUSER GF papel Robert M. Bell Becomes eS acaecraehmeatiate sah conditioning sales section of the Cros- 
homes stores, af factories in flood of damage caused by the flood gin shortly ley Div., Aveo Mfg Corp it 
\nanter arepa wil announced re- The tegulation raises the amounts Vie President of Koch First shipments are scheduled be- "nent ie bein meratactured by 
t by Mene Fowler, adm.t usually permitted for self-authoriza- fore the end of May, in ample time 4. Fedders-Quigan Corp. to Crosley’s 
utrater of the Niltionai Productio tion for most types of building It NORTH KANSAS CITY. Mo for he age Fane ago — specifications. » 
aay eet le RN ee ee” een et eee eb ie Se er eee The Crosley room air conditioner 
The main oreobld Fowler said, le number “X4" on delivery orders for president of Koch Refrigerators here, market has been designated for easy instal- 
one of divertvng m@teriats and equip controlled materials and the rating effective April 1, was announced by The electric drier is the first step lation. A kit accompanying each unit 
ment fron Horn a@chariela into the In)-x4 on delivery orders for neitined Maver president in Duchess’ new development and ex- contains a “track” which is easily 
jintrensed ancas wae will be used building equipment, building mate- pansion program, Alexandre said. A fastened to the window sill, and the 
to relieve the prjeure 4f demand = rials other than controlied materials ell, who was formerly assistant 1, ness gas drier is to be marketed entire unit is slipped onto the track 
for materia’s for@ rehanilitation of production machinery, and produc- secretary and comptroller, joined in a few months with a Duchess and bolted ' 
natruction destiliyed or damaged tion equipment required as a result Koch in April, 1935 ie hes served automatic washer scheduled as the No alteration on the window is f 
by the food of damage from the flood in practically all departments of the next new product to appear. neceasa it is said. The kit al i 
fhie will tbe hébidied! by making The limite placed on the use of ye Ag abet a past pyre te ecient inioheshen der sealing pra 4 
the ecommary 1 riala and equip such orders and ratings to repair ¢ has been in charge of accounting : r Ki 
ment availayle toffecal distributors or replace flood damage structures ®"d general office procedure New Bldg. In Florida Air Cooled oe larger than the air condi 
The mn tur, willfiprevide individual follow April 1 also marked the 35th an- ‘ ‘ : 
“users their t regents Multi-residential structures (apart- niversary of Mayer's association with JACKSONVILLE, Fla.—-Air condi- ee pe Ragen = _ 
! simgdify the individual ment buildings).25 tons of steel; Koch. He has been president since tioned throughout, the new one-story %-hp., and %-hp., priced at gs048. 
thuiider’s problem in this respect 2,000 tbe of copper and copper base 1923 and is now vice president of the office building at 1801 Talleyrand $329.95 end $399 95 oad ' 
(NPA haa anpenderg its Dhire “tien 2 to alloye: 1,000 Ibs. of aluminum Commercial Refrigerator Manufac- Ave. has been occupied by Armour The ‘Crosley cesta air conditioner HM 
Revined ( | Reg Zé to include reai- One through four-family residen- turers’ Association Fertilizer | Werte has a three-way adjustable outlet 
a 7 ere ta ee i ee) ts a ois rly ane ? grill, making it possible to direct the h 


flow of the air to any part of the 
room. It is engineered for noiseless 
| Operation and has simplified, clearly ' 
| marked controls. The fan operates j 
either at full speed or half speed on F 
the 4-hp. model } 
The ‘s-hp. unit is 13% in. high, is 
2340 in. wide, and 27 in. deep. It ex- { 
tracts 14,9 pints of moisture an hour 4 
from the room's atmosphere and cir- , 
culates 470 ¢.f.m. i 
The ‘s-hp. room air conditioner is 
13%% by 27 by 27 in. and has an ex- 
traction capacity of 14 pints and a 
circulation capacity of 560 c.f.m. 
The %-hp. unit is 15%4 by 27 by 
| 27 in., and removes 2‘, pints of mois- 
| ture and circulates 700 c.f.m. 


HERMETICALLY SEALED com eg re M tf 

at extreme left receives new charge of Suniso @) S G 5 9 r 
under pressure from 55-gallon drum on floor . . c\Uu ey ejoins ; 
above. The charging board measures exact charge 


required, delivers it moisture-free and clean. Kold-Hold Mfg. Co. 


LANSING, Mich.--O. S. McGuffey 
recently rejoined Kold-Hold Mfg. Co. 
where he will carry on research and 
development work 
primarily in con- 
nection with the 
many phases of 
transport refriger- 
ation, the company 
announced. 

He will be re- 
sponsible for the 
extensive develop- 
ment work in 


: SOME REFRIGERATION OILS deposit wax | transport refriger- 
: in the capillary tubing of domestic units, requir- | ation planned by 
., ing them to be dismantled and cleaned. Judson Kold-Hold. It is 


C. Burns prevents such costly callbacks by 
recharging exclusively with waxfree Suniso. 


O. S. MeGuffey 


expected that op- 

erating units of one or two sizes will 

| be available for low test during the 
ensuing hot season and will be made 
available to the public shortly there- 
after. 

McGuffey's early career included a 
number of years engineering work in 
motor coach and bus body manufac- 
turing, and service with Kelvinator 
in Detroit. 

He previously started working for 
Kold-Hold at its inception in 1932 and 
worked on the introduction of the 
company’s original products. Follow- 
ing this, he did considerable work in 

| developing proper units for truck re- 


BY USING SUNISO REFRIGERATION OILS BECAUSE OF THE RELIABILITY of Suniso | frigeration and similar applications. 
exclusively, Judson C. Burns, Philadelphia. has spared Oils, units like the Crosleys being loaded on 
ee eee nag 2 cag Oe: aw Burns’ truck for delivery remain trouble-free for 
himself emergeney calls due to oil trouble. This has left 


rect Bee ten nd webct as oF 9 aa Detroit Contractors Visit 
him free to continually take on new contract accounts. only routine maintenance over a period of 24 years. 
Acme Industries Plant 


ROUBLE-FREE PERFORMANCE OF SUNISO OIL mine | 


Association of Detroit recently vis- 


aR 
| HELPS BUILD BIG SERVICE-SHOP BUSINESS 9 ===" 
: ager for Acme, arranged the plant 
t 
: 
! 
; 


C. W. Millsom, general sales man- 
For 24 years, complete reliance on Suniso has paid off for Service men everywhere have come to expect such per- tour for the contractors. He divided & 
the:service department of Judson C. Burns, one of Phila- formance of Suniso Oils. Suniso Oils flow back easily to the visitors into small groups and 
provided two guides——one from manu- 


delibia’s largest distributors. Today Burns keeps a staff the crankease from the cold side of the refrigeration | facturing and engineering and one 


d of & commercial service men, 8 shop service men, and 4 system. They do not deteriorate and turn to gum when from sales—for each group. 

Jt 7 . ‘co e : . 

- installation crews profitably busy. They are able to service mixed with Freon or other modern refrigerants. Being It was pointed out to the contrac- 
; ; | and industrial nar be acticall 1 moisture-free, they do not clog or eee nee 
et nearly 1,000 commercial and industrial units a year re. prac ica y wax- and moisture-free, v4 fabricating and sheet metal work and 
a cause they are not handicapped by a multitude of call- freeze in capillary tubes and expansion valves. For a can thus adapt units to fit the par- 
. ; badks. Some units, originally charged with Suniso, have free Suniso Specification Card, call your jobber or write ticular needs and specifications of 


“ individual jobs. 
bedn operating since 1926 with never a trip to the shop. Department AC-4. ™ pyr hn at the Jackson Country 
Club followed the tour. Millsom indi- 


SUNISO REFRIGERATION OILS wetestent ouch toute Sms cuntvan 


+, I> tors because they gave factory per- 
SUN ON COMPANY, PHILADELPHIA 3, PA. + SUN OIL COMPANY, LTD. TORONTO AND MONTREAL sonnel an opportunity to hear specific 


suggestions from field men and a bet- 
ter understanding of the contractor's 
problems. 
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All-out effort to spur sales 
right in dealers’ own towns! 


You asked for it, brother, and here it is—the biggest 
campaign of its kind—right in your own backyard! No 
soft-pedaling here! Norge means business . . . and it's 
going to get it! Look: during April, May and June, 
Norge is going all-out at the /oca/ level to give Norge 
dealers the biggest, busiest, most profitable 3 months 
they ever had anywhere—any time! It’s not just another 
campaign. Everything goes—the works—and it's concen- 
trated right where sales are made—in your own home 
town! Just look what Norge has waiting for you: 


@ Local Advertising. Power-packed ads— Newspaper, Tele- 
vision, Radio—that tell ‘em fast and plain: this is it— 
get bere quick! They're straight from the shoulder— 
aimed at sales. 

@ Outdoor Billboards. In full color and they're beauties! Real 
stoppers! Your signature at the bottom reminds passers- 
by where to go for their new Norge. 


@ Store Displays. Lots of ‘em! Including mailing pieces, 
window streamers, counter cards, and promotion mate- 
rial. Covering all products. Every one an eye-stopper! 


@ Dealer Prizes! You are bound to win! Nothing to it in this 
contest ‘cause everybody will win something! Thousands 
of wonderful prizes! 


wilt 


= 


000s | 


notes 


WITH THE 


SPEARHEADEO 8Y THE HOTTEST 
WASHER IN THE BUSINESS / 


Jime-Line 


AUTOMATIC | 


Here's the automatic washer that's 
making sales history. No wonder! For 
it has a// the features your customers 
could ask for—at a price that's dollars 
below competition. t's fully automatic 
from fill to finish —lets the amazing 
Time-Line do ail the work. Demon- 
strate it once, and show ‘em this sen- 
sational low price. 


It'll clinch those 
sales but quick! 397 9°? 


Medel AW-422 


Norge “Silver Jubilee” 
Gas Range has the 
features your pros- 
|: will be looking 
or. LOOK: non-clo 
burners, balance 
heat oven, slide-out 
drop-front broiler, 
titanium porcelain 
enamel finish, and 
a price that’s sweet 
and low— 


sggt| 


NORGE 246.20 tt Shen Vubilee 


oe ae Jubilee” 
Ww does the work 


of a deluxe model 
costing dollars more. 
Take time to show 
your prospects how 
it Can get a giant 
8-pound wash super- 
clean in just 7 min- 
utes. Then show ‘em 
the price— 


39g | 
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Eureka Wi ams Sets Up New Gas-O-Mati 
Div. To Market Automatic Heating Line 


¥ 
GaTolg ti 


G-E Credit me = 
Five New Sales Offices 


NEW YORK CITY. .The opening 


HILAXOMID & Stack heat exchangers, and are finished in ° ew offices in Providence, R. L; 
prove © preside Willame blue- gray Hammerioid baked enamel Camden, N. J.; Little Rock, Ark 
I { Murvke Viti hae Under direction of Ward. factory Hollywood, Calif.; and South Bend 
ane eo’ ‘ the sales engineers are being located in Ind has just been announced by 
w ama Gee-O-d urketing areas the country over to “™ General Electric Credit Corp 
- nit, (heads Ward provide assistance to Gas-O-Matic Providence, a part of the north- 
, aales anager r and sell letributors and dealers eastern Gistrtet . mee =e engee- 
~ , ‘ f gas fired Btackpole explair ed that Eureka pena bRewnr > Aad ng nega 
heating july Willams has entered the gas field emnet B. rensiest bes tem 
haetaiy —s magpeney to meet the demands of the rapidly. .cinted manager of the Camden 
five bee spite in produc expanding sutomatic gas heating _— id > . 
ti Theme 12 nihodeln of Law market. The corporation also manu- = 2 so me w 
it for 4 ‘nine of High factures vacuum cleaners and gar I athe Rock — h re east ar the 
y it forced: alr bage Gisposal equipment - . 
: - menlnese atmospheric southwestern district. 
eration tuarece of power The Hollywood page 4 _ 
‘ ouneitats western district is the responsibility 
pe conversion | , deheidel Leaves Sumroc orn “A Sper, ir “South Bend 
use With ah ane onal T H d Affili d Fi is managed by John G. Lauben- 
sataiemnenia. a Supple oO ea ihate 17m heimer which is operated under the 
onbaay ‘thuitie one central district 
met, and all y the GLEN RIDDLE, Pa.--Orville C . 
Underwriters lat ap we ving close Morrison president of the Sunroc Wesco Names of A. Rivers 
learance installs Co, has announced the resignation of ° ° 
While « a models Frank X Scheidel, vice president in District Stores Manager 
nee in pr Pauw ti = charge of sales, to become president 
part of the don field of a new company affiliate, Sunrex BOSTON .C. A. Rivers has been 
we are concinuir add Midwestern Corp, which will be named New England district stores 
tional unite even jointly owned by Scheidel and Sunroc manager of the Westinghouse Elec- 
broader tir Caa-O- Mati Refrigeration Co., with offices in Chi- tric Supply Co. it was announced 
dealers to sell asnerted cago at 728 West Grand Ave recently by E. V. Wetmore, New 
The entice tir are Scheidel joined the Sunroc Co. in England district manager 
ompletely wired factory and 19045 as New York branch manager In this capacity Rivers will super- 
are shipped easy and came to Glen Riddle as director vise warehousing and shipping for 
' stocking and qu instal of sales in January, 1949. Later that 


the company in the New England 


atior They are in size year he was appointed vice president area 
; meet the need unite in in charge of sales Formerly assistant district stores 
j modern hermes installation The Sunroe Midwestern Corp. will manager, Rivers succeeds C. H. 
space ia limited, , Fata “ple stated control sales, rental, and service of 


i 
No. 


All forced-alr 
ped with elpetri« 


equip 
ly- welded 12-gauge 


if 


1 IMPORTANCE 


Regardless of the UNIT You Buy... 


nasa CLEANABLE Condenser 


Sunroe products in the greater Chi- 


cago trading area 
| 
) 


Whiteacre who has become manager 


of the company's Manchester, N. H. 
branch 


— -—— — — —— - 


| manufacture,” 


INSIDE aere 


GEORGE F.T. 


(Concluded from Page 1, Column 1) 


subject to the whims of appointed 
officers 

“I believe that we must now turn 
back if we are to preserve those 
fundamental characteristics that 
helped to make this country great.” 

Dean H. P. Rusk of the University 
of Mlinois 


Save Our Country! 


As a deterrent to the inroads of 
socialism Winthrop H. Smith of Mer- 
rill Lynch Pierce Fenner & Beane, 
suggests that more Americans be- 
come active participants in our politi- 
cal and economic life. 

“American industry is not nearly 
as effective in selling itself as it has 
been in selling its products,” he main- 
tains. “If the same amount of hard 
thought and careful research were de- 
voted to the problem of selling ideas 
as is devoted to the selling of prod- 
ucts, a merchandising miracle could 
be performed on behalf of capital- 
ism.” 

He suggests that industry take 
more interest in politics, and “set 
aside a part of your promotion bud- 
get to promote the American way of 
doing business as well as you adver- 
tise your products . . Spread the 
story of capitalism because you are 
proud to be a part of it.” 

His advice is echoed by Robert A. 
Whitney, president of National Fed- 
eration of Sales Executives. “Our 
task as business leaders is to sell our 
system along with the products we 
he declares. “It's not 
enough any more to produce the best 
possible product at the best possible 
price The job for American busi- 
ness is to sell our competitive way 
of life throughout the world.” 

On the employe level, John J. 
Evans, Jr., of Armstrong Cork, re- 
minds us “everything that an adver- 
tising department can use to help 


| sell a product to a customer is also 


available to sell ideas, a fact, or the 
aspects of a problem to employes.” 


Patriotic Project 


Urged by many mutual friends in 
our industry, “Inside Dope” has pro- 
duced a brand new book of a different 
sort. Change of pace for us 

It attempts to reveal, in lively 
fashion, what the American Way 
really is all about. It tries to crystal- 
lize the sometimes vague thoughts 
and attitudes of business. 

This isn't the “same old stuff,” 
either. It has a fresh slant, we be- 
lieve, and is the result of long nights 
of listening, research, and hard think- 
ing 

Twin Purposes: (1) to provide bet- 
ter tools for explaining the benefits 
of personal freedom and profitable 
business. 

(2) To persuade young people, 
along with the uninformed and the 
ill-informed, that true Americanism 
does much more for them than they 
realize 

“Peace and Progress” is the title of 
this book. Subtitle: “How To Be 
Happy Despite The Politicians.’ Hand- 
somely printed and expensively illus- 
trated in color, you'll be proud to 
own it, show it to friends, and give 


| it to acquaintances 


Most important, Peace and Progress 
isn’t a rehash of shopworn platitudes. 
People who looked over our shoulder 
during the gestation have been nice 


tested before live audiences. How- 
ever, the book itself is all new—-and 
so are many of the ideas for action. 
In the section entitled, “What We 
Can DO About It.” you'll find a 
dozen stimulating suggestions. 

Naturally, there will be disagree- 
ments as to the content and manner 
of presentation. No two of us would 
approach this job the same way, or 
write it in the same fashion. Some of 
the material frankly is controversial. 
If everybody agreed with every state- 
ment, obviously the book would be 
insipid. 

Furthermore, controversy is a 
never-fail method of arousing interest 
and attention. And if the book is to 
accomplish anything, it must be read 
and discussed by substantial numbers 
ot citizens. 

The Table of Contents, which fol- 
lows, may give you a glimmer of the 
style, approach, and point of Peace 
and Progress. 

Part One--THE FIX WE'RE IN 

Chapter 1—Why Aren't We Hap- 
pier? 

Chapter 2—-What Price Security? 

Chapter 3—It Is Happening Here. 

Chapter 4—-Doghouse For Uncom- 
mon Men. 

Chapter 5—-Squeezing The Turnip. 

Chapter 6—Little Boys Who Don’t 
Grow Up. 

Chapter 7—-Is World War III In- 
evitable ? 

Part Two—HOW WE GOT 
THAT WAY 

Chapter 8—Unstuffing The Shirts. 

Chapter 9.-Every Man A King. 

Chapter 10--Peeping Toms And 
Pompous Titmice. 

Chapter 11—-Life With Bother. 

Part Three--WHAT WE 
CAN DO ABOUT IT. 

Chapter 12—-YOU Are Important. 

Chapter 13--No Need To Take It 
Lying Down. 

Chapter 14--American Ideas Need 
Emancipation. 

Chapter 15--Women Don't Talk 
Enough. 

Chapter 16—The Forbidden Three 
R's. 

Chapter 17—-Peace And Plenty For 
All. 

Not only do we trust that this 
book will help turn the tide against 
Socialism, Communism, and the Bu- 
reaucratic State. Additionally, it 
should stimulate the thought pro- 
cesses of every businessman in a 
unique and profitable manner. 


We Need Your Cooperation 


The problem, of course, is to get 
it into the hands and minds of large 
numbers of people who will act. At 
this point YOU enter the picture (we 
hope). We're asking you to buy one 
‘only $2.95) for yourself—and more 
copies for your country! 

Give them to your friends and 
neighbors, to local school teachers, 
preachers, politicos, and anyone in 
your community who influences pub- 
lic opinion (such distribution of an 
educational book is a legitimate tax- 
deductible expense for a business 
firm) 

The writer isn't taking a penny for 
his work in thinking out and writing 
this book. Furthermore, out of his 
own pocket he is subsidizing its pro- 
duction and promotion. Fair enough? 

Most of us believe sincerely that 
1952 is the year of crisis not only 
for American business, but for free 
men everywhere! This book is de- 
signed and timed to help voters make 
right decisions. After you've read it 
we hope you'll urge everybody you 
know to order PEACE AND PROG- 
RESS from 


: * cleanability feature in their units 

a FANABLE water<ooled condenser For regardless of water conditions or length 
‘ ol fore you can always count on restoring new-unit efficiency by the simple 
w¥ of a spiral cleaning tool in these new HM Cleanable models. The cool cleans 


them mechanically 


you needn't settle for anything less than a 


thoroughly removing ALL the corrosive material that accumulates 


on de water tube interiors. Remember, too, in all sizes, economical performance 


a“ ts now enhanced by low initial purchase cost, made possible by the huge productive 
cans at the new Halstead & Mitchell condenser plant 


por 
| eral 
& 
4 
Cape tes — Vy thew 25 4. P. 
All Wher couled, Double tube Counter flow 
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Copper Tubes 
Machined & Bresed 


OFFICES: BESSEMER BUILDING © PITTSBURGH 22, PA. 


ry 
Halstead t Mitch ell | 


Conjure House Division 
Business News Publishing Co. 
450 West Fort Street 
Detroit 26, Michigan 


Indulge that impulse! Write for 
several copies now! 


enough to say that it is refreshing, 
highly original, and even exciting. 
We have been “rehearsing” it in 
this column for quite awhile, as you 
know; and, furthermore, some of the 
most effective thoughts have been 


Conjure House Division 
Business News Publishing Co. 
450 West Fort St., Detroit 
Please send me 
(10 to 100 copies, 10% discount. 

500 or more copies, 25% discount. ) 


26, Michigan 


copies of “Peace and Progress” @ $2.95 each. 
100 to 500 copies, 15% 


discount. 
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| S U N ROC ‘i The Difference Between 
} PROMISE and PERFORMANCE 


HERE IS A “CASE HISTORY” 
YOO can vupucate/ 


~ ee ees 


olen SUNROC 
pa A SOUND DISTRIBUTION POLICY 


- x 0 SUNROC 
roe es 1" 5 SUR sr Te DISTRIBUTORS ARE IN IDEAL 


POSITION TO SELL THE BEST MARKETS 


SUNROC 


POLICIES AND PRODUCTS 
> OFFER UNUSUAL SATISFACTION 


ann 


SUNROC 


A TOP LINE FOR GREATER SALES 


SUNROC 


COMPLETE LINE—EXCELLENT QUALITY 


SUNROC 


PROFITABLE IN COMPETITIVE MARKET 


a 


SUNROC 


FOR VOLUME SALES 


pee WE WOULD WELCOME 
{ | THE OPPORTUNITY TO 
SUPPLY FULL INFORMA. 
TION ON HOW ADDI. 
TIONAL DISTRIBUTORS 
CAN DUPLICATE THE OUTSTANDING 
PERFORMANCE OF KEENAN PIPE & SUPPLY 
CO. ON SUNROC PRODUCTS. 


WRITE US TODAY 


yu/se 


AMERICA’S MOST COMPLETE LINE OF ELECTRIC WATER COOLERS 


“The Best Value 


SUNROC COMPANY 


GLEN RIDDLE, PA. 
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The User Nets Dealer 80% of His Sales 
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*» an electric mixer or roaster 
Kewarding our already-sold cus- 
tomer for accumulative effort en 
irage therr to do everything 
' ble turn in as many worth 
while prospects as they possibly 
at Oiney said If we offered the 


ame reward to the user for each 

prospect who ia later sold, it is only 

stural that she has far leas incen 
tive to turn in a second or third 

For example, if a customer tells 

us her aunt ia contemplating pur 

chasing a refrigerator, and we send 


her a clock in appreciation for the 
help, she is not going to be too in 
terested in receiving another clock 
for turning in another such lead. Or 
the other hand, if each of her efforts 
in better rewarded, that customer is 
going to be far more diligent.” 


When an old custs 
prospect, Olney sees to it 
wale handling the 
keeps her info 


turns in @ 
that the 


account 


srrar 
rmed as to how the 
wale is = 6oper This 
makes the customer who 
lead feel like a definite 


mn the store's operatior 


ogressing policy 


gave us the 
participant 
Olney 
prospect is 
turned in 
first to know and the 
out the 
This has resulted in 


said 
An sour am the 
sold, the customer 
the lead is the 
appliance award goes 
day, if possible 
» lot of enthusiasm 
which in turn has brought us a sub- 
stantial increase in volume during a 
normally slow sales period 
There is no to what can be 
accomplished through using this sys- 


new 
who 

same 

and 


teamwork 


tem, Olney pointed out, as new cus- 
tomers who have been sold as a re- 
sult of the plan are themselves en- 


listed in the drive for other new 
customers 

Since the system was started two 
years ago, the firm reports that re- 
have far outstripped those 
which have come from newspaper ad- 
vertising, special promotions, trade- 
in merchandising, or any other 
and the firm now realizes 
than 80% of its total volume 
using the user.” 


sults 


source 
more 
from 


Brand Name Retailer of Year 


Ross Electric Leads In 
Electric Appliance Field 


NEW YORK CITY. Ross Electric 
Co. of Superior, Wis, has been se- 
lected as “Brand Name Retailer of 


the Year’ in the electrical applance 
field, it announced by Henry E 
Abt president of Brand Names 
Foundation, Ine 

The award, revealed in a telegram 
to Roy W. Springer of Ross Electric, 
was made in recognition of outstand- 


was 


ing presentation of manufacturers’ 
brand names to the public during 
101 

Abt also announced the names of 


Certificate of Distinction” winners 
in the electrical appliance field in the 
fourth annual competition sponsored 
by the foundation. These firms and 
personnel cited are 

© B Lank & Sons, Inc., Harris- 
burg. Pa. (Richard A. Lank); Apex 
Tire & Appliance Co., Pawtucket, R 
| (Frederick R. Glassman, general 
Samson's Milwaukee 

president); 
New Orleans 


manager) 
(Harold 
and The Radio Center, 
(Loris K. Levy) 

This was the second award to be 
won by The Radio Center, which re- 
ceived a Certificate of Distinction 
last year 

The electrical appliance retailers 
received their awards, along with 
merchants in 19 other fields of re- 
tailing. at the Brand Names Day- 
1952 dinner on April 16 in the grand 
ballroom of New York City’s Wal- 
dorf-Astoria hotel. More than 1,500 
executives in manufacturing, distri- 
advertising and retailing 
witnessed the presentations 

Speakers at the dinner included 
James A. Farley, chairman of the 
board of Coca-Cola Export Corp and 
former Postmaster General of the 
United States, and Dr. Nicholas Ny- 
aradi, former Finance Minister of 
Hungary. Sid Caesar and Imogene 
headlined the hour-long enter- 
tainment program 


Sampson, vice 


bution 


Coca 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 28, 1952 


Lively Color Scheme, Product Giitens 
Lead Customers Into Appliance Dept. 


CINCINNATI .. Completion of the 
new sixth floor at H. & 8. Pogue here 
which includes the major appliance 
sections, caused much interest among 
customers and Pogue suppliers, many 
of whom had representatives on hand 
to help the opening day 

Moving the department from the 
fifth floor has accomplished a number 
of things, Mr. Demick, merchandise 
manager, pointed out. Previously, a 
customer stepping off the elevator on 
the fifth floor was faced with row 
upon row of white goods. In the de- 
partment itself, the merchandise was 
packed too closely together, with the 
result that customers were “stepping 
on each other's toes.” 

The store has divided the depart- 


ment into these classifications 
Refrigerators (including freezers) 
stoves, laundry equipment, and tele- 


There is also a com- 
plete model kitchen equipped by Hot- 
point 

Each classification has, as a back- 
ground, its color scheme, de- 
merchandise to its 
best advantage For example, the 
light blue background for the re- 
frigerators contrasts with the green 
of television, the canary yellow of 
stoves, and the buff of laundry equip- 
ment 

The department was 
that it is possible to stand at the 
entrance to the department and see 
all the merchandise 

The plan follows definite lines 
Standing in the entrance, customers 
are flanked on the one side by the 


vision and radio 


own 


signed to show the 


designed so 


table radio display, and on the other 
by vacuum cleaners. To the left of 
the 4-ft. broad aisles stands laundry 
equipment, divided into driers, ironers, 
and washers in that order 

Each appliance is raised 2 in. from 
the floor on a platform. Individual! 
appliances are also shown to advan- 
tage in simulated window boxes with 
incandescent spots and pegboard 
background 

In the center of the laundry sec- 
tion, a platform is set aside for ac- 
tive demonstration of electric ironers. 
Other appliances are “live” through- 
out the department 

To one side, a demonstrator’s booth 
is fully equipped with kitchen equip- 


ment, including hot and cold running 
water 
Directly up the center of the de- 


partment, set against a waist-high 
background of canary yellow, are 40 
stoves, divided into groups of three 
Each group of three is back to back 
with another group of three. Despite 
the number of floor models, there is 
no impression of clutter 

Along the right-hand wall is the 
television section, with its green back- 
ground. Towards the rear is the re- 
frigeration section, with its wall of 
light blue 

The floor is block rubber tile, in a 
check-effect of gray and red. Light- 
ing is strip fluorescent, with occa- 
sional incandescent spots 

For the first week, five representa- 
tives of General Electric Supply Co., 
local Hotpoint distributor, were on 
hand to assist on the floor, with an 


additional eight on the electronics 
side 

While there will be no radical 
alteration in the merchandising pro- 
cedure for the major appliance and 
television departments, Demick said, 
the idea of the new floor was to cater 
to additional volume. Subsequently, 
the store's inventory of these items 
will be increased, as will its promo- 
tional activities. 


Igoe Bros. Distributes 
Norge In Newark Area 


CHICAGO.-Igoe Brothers, 35 Hal- 
sey St.. Newark, N. J., has become 
distributor of the Norge line of home 
appliances in the Newark and sur- 
rounding area, H. L. Clary, vice presi- 
dent in charge of sales for Norge 
Div., Borg-Warner Corp., disclosed 
recently 

Igoe Brothers, is headed by Peter 
Igoe, president. Frank W. Simcoe 
has been named Norge sales manager. 

The Norge home appliance line 
formerly was distributed in the New- 
ark area by Associated Distributors- 
New Jersey, Inc. 


Duchess Dehumidifier 
Capacity Increased 


ALLIANCE, Ohio—-Recent design 
changes in the outer shell construc- 
tion of the Duchess dehumidifier in- 
crease its capacity to 12,000 cu. ft., 
Jules Alexandre, sales manager for 
the Appliance Mfg. Co. here, has an- 
nounced 

He said the changes also improve 
the appearance and efficiency of the 
unit 


You can count on consistently top quality refrigerator evaporators if 
they come from Reynolds Aluminum Fabricating Service. No other 
material offers the serviceability of rustproof, stainproof, light yet strong 
aluminum. No other material offers a better combination of economy 
and efficiency in rapid heat conduction. Reynolds embossed aluminum 


sheets add to evaporator rigidity, provide surfaces that resist 
scratching. Anodizing provides positive corrosion resistance. 


Refrigerator evaporators, as well as bright color-anodized aluminum 
refrigerator shelves, door trays, crisper pans and other parts are mass-produced 
by Reynolds Aluminum Fabricating Service to quality standards 

exceeding industry requirements. 


Reynolds will be glad to work with you on your present needs within limits of 
government aluminum allocation, or on development work for post-emergency 
application. Contact your nearest Reynolds office listed under “Aluminum” 
in your classified telephone directory, or write Reynolds Metals Company, 
Parts Division, 2053 South Ninth Street, Louisville 1, Kentucky. 


SHELVING 
One piece, color-anodized aluminum 
shelving mode by Reynolds provides 
rigid construction plus a corrosion- 
proot and chip-proof finish 
with eye catching consumer appeal. 


Crisper pans in bright, anodized 
aluminum offer crackproof, 
wear-resistant durability. 


TRAYS 

Bottle, dairy, egg and utility 
trays ore produced by Reynolds 
with coler- anodized trim 
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Business Suicide on Cost Plus 10% 


Mfr. Says Dealers Can Avoid It by Hard Work, ‘Honest’ Selling; 
Dealer Thinks Return to Exclusive Franchising Is the Answer 


TORONTO, Ont.. Can.—It is just 
plain suicide for an appliance dealer 
to try to do business on a “cost plus 
10%” basis. That point was readily 
agreed to by manufacturer, distribu- 
tor, dealer, and finance company rep- 
resentative at a pane! discussion dur- 
ing the recent convention of the 
Canadian Association of Radio and 
Appliance Dealers. 

But, when it came to deciding 
whose turn it was to do something 
about the current situation of cut 
prices and long, ridiculous trade-in 
offers, the fingers pointed in two di- 
rections—at the manufacturer and 
at the dealer. 

Cc. B. Pearce, assistant manager of 
the appliance division for Canadian 
Westinghouse Corp., representing the 
manufacturers, tossed the ball right 
to the dealer. He prescribed liberal 
doses of good, hard work, and 
“honest” seliing as the cure for the 
dealer's troubles. 

Fred Cavers, St. Catherines, Ont. 
appliance dealer, picked up the ball 
and tossed it right back to the manu- 
facturer. He didn’t think the dealers 
could do much about the situation, 
but that the manufacturers could if 
they would “have a little guts for 
the time being” and cut down on the 
number of dealers and establish ex- 
clusive franchises. 

Distributor Bill Gallagher of Con- 
sumers’ Gas, Toronto, and financier 
M. C. Mitchell of Union Acceptance 


REYNOLD 


NETA 


Co., Toronto, remained more or less 
neutral. 

Gallagher felt that both sides could 
do something. He pointed out to 
dealers that when the manufacturer 
gives them a longer discount, that is 
a sign to do more and different ad- 
vertising, not cut the price. As for 
manufacturers, he thought they could 
do something to clean up the situs- 
tion through the terms of their dealer 
franchises. They could thus determine 
who will and who will not sell their 
goods 

Mitchell didn’t enter this contro- 
versy, but merely pointed out to 
the dealers that their success so far 
has been based on filling the short- 
ages of the war years. Now it is time 
for them to build new markets for 
their goods, he said. 


SELLING AT PROFIT 
MEANS WORK 


Pearce declared that if you are 
going to keep dealers from commit- 
ting business suicide by trying to 
operate on cost plus 10%, or even 
$10 as some are trying to do, you 
must show them a more attractive 
alternative. They must be shown how 
to sell their merchandise at a legiti- 
mate profit. 

“Unfortunately,” he pointed out, 
“if we are going to sell profitably, we 
must work. We must know all about 
our merchandise and what it can do 
for the customer and we must tell the 


customer a 
story 

“If you really want to sell, you can 
get sales aids and sales training from 
any good manufacturer,” he added. 

Gallagher commented that the ap- 
pliance dealers association is the only 
trade union he knows of that volun- 
tarily reduces its own take home pay 
by cutting its prices. He opined that 
some dealers many times don't recog- 
nize the difference between gross and 
net profits. Thus they are led to be- 
lieve that they are making a profit 
when they are not 

Gallagher pointed out that it is up 
to the dealer to create demand for 
the products they sell at the local 
level. National advertising by manu- 
facturers can't do it, for if it could, 
it would not be necessary for the 
manufacturer to split his profits with 
the dealer. 

So when a manufacturer gives a 
dealer a certain margin, he includes 
the cost of local advertising in that 
margin. And he expects the dealer 
to do the job. 

If a dealer is going to be success- 
ful, he must take a new, fresh ap- 
proach to selling every year, or every 
month, or every week if necessary, 
but he should not cut prices, Gal- 
lagher said. 


common sense selling 


Cavers, when his turn came to 
speak, said that he thought the big 
bogey man in the business picture is 
the Federal (Canadian) government, 


Reynolds production operations, on evaporators 
as well as on other refrigerator parts, are largely 
handled on automatic equipment... another 


quality when you rely on the complete Reynolds 
Aluminum Fabricating Service. 


REYNOLDS ALUMINUM 
FABRICATING SERVICE 


BLANKING + EMBOSSING + STAMPING + DRAWING + RIVETING - FORMING - ROLL SHAPING + TUBE BENDING + WELDING - FINISHING 


reason why you can be sure of consistent high 


He felt that the government had al- 
ways threatened business and picks 
as its special whipping boys the re- 
tailera. He thought that the situation 
is worse than ever today, now that 
the government “has thrown all 
means of price stabilization out the 

The Canadian government has re- 
cently re-established “free and open” 
competition by outlawing resale price 
maintenance. 

“I don't think the dealer can do 
much about controlling this business, 
but I think the manufacturer can do 
it,” Cavers opined. They can do it 
by returning to the practice of ex- 
clusive franchising. 

Cavers felt that the automobile 
business had set a good example 


AUTO MAKERS DON'T SELL 
SAME CAR UNDER 2 NAMES 


“You don't see the automobile 
manufacturers making the same 
model car under two names, selling 
one to one dealer in a town and then 
selling the other to seven other 
dealers there to compete with him.” 

He contended that this evil exists 
in the appliance business and that 
exclusive franchising would solve it. 

“The manufacturers should have a 
little guts for the time being and cut 
down on the number of dealers so the 
legitimate dealer can get his price 
for his merchandise. The automobile 
business has done it and so can we,” 
Cavers declared. 

Referring to the then current rash 
of trade-in advertising in Toronto 
that offered “$100 for an old broom 
handle” and $150 for a cup and 
saucer, Cavers suggested that “may- 
be we're setting 4 pattern for the 
future where our markup will be 
large enough so that we can give 
$100 for a trade-in and still get our 
normal profit out of the deal. It was 
that way back in '39," he recalled 

He concluded by repeating his sug- 
gestion that “it is up to the manufac- 
turers now to set up exclusive dealer- 
ships so that if one dealer sells in an- 


| other’s territory, he has to pay him 
| something. That'll stop price cutting.” 


Mitchell, talking from the finance 


| company viewpoint, suggested to the 


dealers that their overhead was actu- 
ally an asset to them. Pointing out that 
profits come only from sales, he said 
that in progressive dealerships, it has 
been found that there is a sound re- 
lationship between overhead and 
sales. 

He warned retailers dealing largely 
in instalment sales that they are 
building up an enormous contingent 
liability. “Remember,” he said, “you 
have not made a profit until the con- 
tract is paid in full.” 

He advised them to keep a weekly 
or monthly check on their progress 
toward their business goal and to 
know at all times just where they are 


| heading. 


After the dealer side, 
Pearce offered a rebuttal. He denied 
that big margins to cover huge trade- 


| in allowances would be any answer 


to the problem. He contended that 
this only further confused the public 
ang made them leary of patronizing 
dealers that offered such deals. 
“What this business needs is just 
plain honesty,” he affirmed. “The 
public is so confused today that they 


don't know what they should pay for 
appliances. The public doesn't object 
to paying an honest price for a prod- 
uct worth the money. 

“As an example, | know a woman 
who was ready to pay the suggested 
list price of $400 on a refrigerator 
She started out to buy one. She 
stopped in four stores on her way 
downtown, She got a different price 
on the same refrigerator in each 
store. When she got through, she 
was so confused she didn't buy any 

“She 


called on me and asked me 
What is the correct price of that 
refrigerator?’ I told her: ‘Lady, the 


correct price is the lowest price you 
ean pay for it 

“Is that honest dealing, when the 
customer cannot even find out what 
the correct price is’ 

“You speak of cutthroat competi- 
tion and how hard it is to sell against 
it. Yet our company has three prod- 
ucts that are alone in their field 
There is no competition on them and 
they sell for a good price with a good 
margin of profit. But it takes work 
to sell them. And only about one in 
20 of our dealers are willing to do 
the job. But those dealers are mak- 
ing good profits 

“As for the automobile business, I 
don't think it is such a clean busi- 
ness. And the automobile dealers 
don’t sell any better than the appli- 
ance dealers.” 


HOW TO LOSE A GOOD CUSTOMER 


Pearce cited himself as a frustrated 
ear buyer. He said that he had been 
buying cars for a number of years 
from one dealer, He was in the mar- 
ket for a new car early this year and 


walked into the dealer's showroom 
to look over the new models. The 
sales manager with whom he had 
dealt previously showed them to him, 
but never once asked him to buy 


And he had cash in his pocket, too 

He didn't buy from that dealer but 
went to another one and purchased 
a car. He talked with the first dealer 
later and commented that he had 
purchased a new car. The dealer did 
not even ask him why he had bought 
from another dealer. “In fact, he 
didn't seem to give a damn if I ever 
bought another car from him 

Maurice Jacques, St. Johns, Que- 
bee dealer, offered the idea that the 
appliance dealers are not the ones 
giving the big discounts. It is the 
furniture and clothing stores that sell 
appliances as a sideline to build 
traffic for their major lines, that are 
guilty, he believed 

Pearce said, “You dealers have the 
solution to that problem right in 
your own hands. You can cure that 
by refusing to buy that manufac- 
turer's merchandise 

“If enough of you do it, the manu- 
facturer will soon straighten out or 
go out of business. 

“On the other hand, 
quarrel with appliance 
They help the dealer 

“Our company gives away an auto- 
matic washer each week over a na- 
tional radio program. But we don't 
give it away. We sell it. We let the 
dealer in her city deliver the washer 
to her himself. That customer is 
going to tell her friends about the 
washer that she won, and the dealer 
will be right there to cash in.” 
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Hints’ on elecigyical servicing ir 
tine r netitiont industry with 
mphamia on . motg were given in 


She opening educati S.al talk by Harold 
Jenks of Weatingh Gee Kiectric Corp 
tolhewed by na Hel ngeworth, inter 
tational safety Ming wor who outlined 
the progress that ou teen made in 
the MAES safety waa 


In giving his discussion to explain 
how controla work, K. W. Cash of 
Penn Electric Switch Co emphasized 
the advantages of using double-pole 
controls, and warned servicemen 

Direct reading scales on controls 
are no substitute for accurate gauges 
and thermometers. These scales aren't 
calibrated finely enough. They re good 
for getting the equipment started in 
a hurry at the approximate setting 
but not for the final adjustment 

Bolder and alloy brazing were dis- 
cussed by two apeakers, Ed Smith of 
Handy & Harmon and Guy Frizzell 
of Mueller Brass Co with the latter 
alan covering other phases of refrig- 
eration § inatallation and 
problema 

Although talking on the general 
subject of oi) specifications John Bopp 
of Ansul Chemical Co. pointed out 
ol is @ more critical problem in 
Freon-22" systems 

Oi) decomposes quickly in ‘Freon- 
22 syatema, and this has been occur 
ring most frequently when ‘Freon-22 
is used in units that were built for 
Freon-12',” he said. “This is caused 
by heat. ‘Freon-22' picks up more 
heat in the evaporator, has a higher 
heat of compression, and the in- 
creased power required also goes into 


servicing 


Servicing by Dealers 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 28, 1952 


How Appliance Firm Can Make Best Use of Servicemen; 
His ‘Approach’ to User Is All-important 


TORONTO, Ont.. Can. Service is 
one of the most potent forces to 
attract customers into «a dealer's 
store and the servicemen, therefore, 
are the most important people in a 
dealer's organization 

That idea was expressed by partici- 
pants in a panel discussion on “Better 
Service Makes Better Profits” at the 
recent convention of the Canadian 
Association of Radio and Appliance 
Dealers here 

Victor Joerndt, Kenosha, Wis 
dealer, asserted that service begins 
from the moment you open your door 
in the morning. “It means creating 
a good impression by telling people 
that you are glad to see them even 
if they only drop by to say hello.” 


TTS THE LITTLE THINGS 
THAT COUNT’ 


It is important for the dealer to 
be helpful to his customers and give 
them a lot of free service. By this 
Joerndt meant the little things so 
minute that the customer hardly even 
asks for them, such as fixing plugs 
or touching up an appliance turned 
in for repair 


“Ansul Researc® for a high quality refrigeration oil. 
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R FREE heat “Customers are tickled pink by 

Various types of water-saving de- such little things,” Joerndt declared, 

For “easg.to-get” vices including cooling towers “and they will tell their friends about 
product infognation evaporative condensers, and combi- them and will come back to your 


use coupon on “What's nation air and water-cooled con- store themselves.” 
New Spage densers were discussed by the final He stated, “We have never sold a 
5 — speaker on the program, JK television set for less than list price 


Campbell of Bush Mfg. Co. When we ask customers why they 


3 ways Better! 


y HIGH STABILITY 
y LOW WAX 
y/ LOW MOISTURE 


THE FINEST REFRIGERATION OIL... 
.. at any price! 


THE NEW... vemeare ED... ANSUL REFRIGERA- 
‘PION OI, . -é IS A RESULT OF THE PERSISTENT 
SEARCH BY ANSUL CHEMISTS AND REFRIGERA- 
TION TE¢ HNii IANS FOR THE FINEST ao \ALITY 
REFRIGERATRAIN OIL... AT ANY PRICE 


Since Ansel Rf rigeration Oil was introduced in 1949 
. 6 its accepaag. ¢ by refrigeration men has continued to 
expand. Ip onl# 2wo short years Ansul is one of the lead- 


ing refrige ratign oils sold exclusively through Refrig- MOTE THESE IMPORTANT ANSUL FEATURES — 
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came to us, they say they were told 
by another customer of ours to come 
here because that other customer got 
good service.” 


SERVICEMAN IS BEST BUILDER 
OF GOODWILL 

W. Boys of Boys Electric in Wood- 
stock, Ont., declared that the service- 
man is the best builder of goodwill 
the dealer can have 

“When the customer calls in for 
service,” he said, “she selects you 
She is inviting your serviceman into 
her home. That is an opportunity a 
salesman rarely gets.” 

Boys pointed out that the service- 
man, once in the home, has the op- 
portunity to size up what the cus- 
tomer owns, how old it is, and in 
what condition it is. 

“You can't go into any home,” he 
added, “but what the housewife 
knows definitely what she wants to 
buy next. If the serviceman is on 
his toes, he will find out what it is 
and inform the sales department.” 

Boys then suggested that the sales- 
men can follow up with evening calls, 
when both husband and wife are on 
hand. “Day calls when the husband 
isn't home aren't worth a damn,” 
he opined. 

F. Shand of the John Inglis Co., 
Ltd., noted that the serviceman, in 
order to guide sales into the dealer's 
store, must not only have technical 
knowledge about his craft, but should 
also have the personality to meet the 
public. The latter is as important as 
the former, he indicated. 


WHAT THE GOOD SERVICEMAN 
SHOULD DO 


He then outlined a number of 
things that the good serviceman 
should do. 

First, according to Shand, he 
should make an appointment with the 
customer for a time suitable to the 
customer. 

Once the appointment is made, he 
should make sure that he keeps it 
on time. “And he should not ring the 
bell once and then walk away. He 
should give the customer time to get 
to the door and to stand back from 
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it so that she can see who it is,” he 
continued. 

He should also remember that the 
customer is always right. Even if 
what the customer tells him does not 
jibe with the facts as he finds them 
(the customer might have obviously 
tampered with the mechanism when 
he swears he hasn't touched it), it is 
not up to the serviceman to argue 
with the customer. He should just 
quietly go about the job he came 
there to do. 

Another thing the serviceman 
should do is to make sure that the 
appliance is operating to the cus- 
tomer’s satisfaction before he leaves 
Even if the appliance is operating 
perfectly from a mechanical stand- 
point, the customer may not think so 
In that case, she must be resold on 
the product and informed of just 
what the appliance can be expected 
to do. 

Of course, Shand admitted, it will 
take the serviceman a little longer 
to complete a call. But the time is 
very well spent if it means a satis- 
fied customer. The few extra dollars 
it will cost the dealer will come back 
to him many times in additional sales. 


CUSTOMER'S GOOD WORD 
BETTER THAN FULL-PAGE AD 


“The good word of the customer is 
the most effective method of adver- 
tising known,” he stated. “It carries 
far more weight with the public than 
a full-page advertisement by a manu- 
facturer. 

“The serviceman,” he concluded, 
“is in a better position than anybody 
else to instill customer confidence in 
your store.” 

H. W. Franklin of the National 
Pressure Cooker Co. of Canada, also 
advised the dealers that it is the 
little things that count with the 
customer. 

“Make sure she understands thor- 
oughly all about the product,” he 
asserted. ‘Take time to call the cus- 
tomer up after a delivery and see if 
the appliance is working to her satis- 
faction. It is part of your service to 
be sure that she knows how to use it 
properly. After all, she is the best 
adverticoment you can have.” 
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FROST-TITE 


Frost-relieved Flare Nuts, 
guaranteed not to creep, loosen 
or crack. A must for lowside 


applications. Should be used 
everywhere in the system. 


&-2-SEE 
100% foolproof Liquid Indi- 
cators. Guaranteed to eliminate 
losses from leaking. With new 
“FLO INDICATOR” flap to 
indicate all variations of flow. 


STANDARD-DUTY DRYERS 


The lowest-cost, most efficient 
molded driers on the market. 
Ideal for use by original equip- 
ment manufacturers and for 
held installation or service re- 
placement. Available with 
either Molded a con ik ~ 
granular Silica Gel. Cap. ' 

1‘_ HP. 
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Carried in Stock by Leeding Wholesalers 


Cr0ss-Flo 


POSITIVELY THE MOST 
EFFICIENT DRIER-FILTER MADE! 


New Cross-Flo is now greatly im- 
proved — with new REMCAL 
super-strength drying element, and 
new FIBERGLAS Depth Filter. 
New Cross-Flo guarantees in- 
creased flow area, increased mois- 
ture-absorbing capacity, increased 
filtering capacity, all-around im- 
proved efficiency that positively 
does away with pressure drop, 
premature clogging, and plugging. 
See it now at your wholesalers. 
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Reefer Is Ready 


Heemstra, 


INSTALLATION of Tru Kooler refrigeration unit beneath trailer is 
inspected by Peter Vroom {left}, heod of the firm thot handles 
contract hauling for A & P in eastern Michigan, 
installed the unit 


and Chories 


First of 5 Tru Kooler Truck Refrigeration 
Units Installed for A & P Contract Hauler 


DETROITFirst of five new re- 
frigerated trailers equipped with Tru 
Kooler truck refrigeration units has 
been added to the huge fleet of trucks 
operated by Henry Vroom & Son, 
contract hauler for A & P Food 
Stores in eastern Michigan. 

The fleet of 365 trucks already in- 
cludes 30 “reefers,” explains Peter 
Vroom, head of the trucking firm, 
who says that the five new ones will 
be operated at standard temperatures 
for the hauling of meat from ware- 
houses to the individual A & P super- 
markets. 

Sale and installation of the unit 
was made by Commercial Installa- 
tion & Service Co., local contracting 
firm operated by Charles Heemstra, 


representing Talbert-Thomas Co. of 2 


Chicago. 

As installed on the Vroom trailer, 
the model TK-10 Tru Kooler mounts 
the gas-engine driven condensing 
unit directly beneath the trailer body 
while the blower coil is inside at the 
forward end. 

Design of the unit, according to 
Heemstra, makes it possible to locate 
the condensing unit and engine as- 
sembly 


Ai it b 


a better distribution of weight on the 
trucks axles, an important considera- 
tion in view of state laws limiting 
the weight per axle on trucks and 
trailers. 

This model unit is powered by a 
4.4-hp. air-cooled Wisconsin gasoline 
engine which drives a 2-cylinder 11,- 
ton Servel compressor equipped with 
an air-cooled condenser. These are 
mounted 
which measures 18 in. high, 26% in. 
wide, and 38 in. long. 

A blower coil mounted in the in- 
side “nose” end of the trailer has a 
fan running constantly to circulate 
air within the trailer continuously 
regardless of whether the refrigera- 
tion unit is on the “on” or “off” 
cycle. 

A dial thermometer is mounted on 
the nose end of the trailer, and be- 
neath this is the thermostatic control 
contained in a protective weather- 
proof box. Below the thermostat box 
are two signal lights to show the op- 
eration of both the gasoline engine 
and the compressor. 

With this arrangement at the nose 
end of the trailer, the driver can tell 
from the cab whether the system is 
operating properly, Heemstra_ ex- 
plains. 

Tru Kooler mobile refrigeration 
equipment is said to have a tem- 


Bush Names Malarkey, 
Carberry to Sales Staff 


WEST HARTFORD, Conn.—-Bush 
Mfg. Co. here and Heat-X-Changer 
Co. of Brewster, N. Y., have an- 
nounced appointment of R. A. Malar- 
key and R. M. Carberry to their staff 
of sales engineers. 

Malarkey, who will have headquar- 
ters in Philadelphia, will cover 
southern New Jersey, eastern Penn- 
sylvania, and Delaware. He has long 
been associated with the refrigera- 
tion industry as a sales engineer for 
several of the leading eastern whole- 
salers and also worked in the factory 
sales departments for both com- 
panies as sales application engineer. 

Carberry will cover the Dayton 
area, including Columbus and Cin- 
cinnati, as well as portions of In- 
diana, Kentucky, and West Virginia, 
with headquarters in Dayton, Ohio. 
He was formerly associated with 
Peerless of America as export man- 
ager, with headquarters in New 
York. 


almost anywhere, but sus- 
th the trailer gives 


in a frame and cabinet | 


perature range of -10° F. to 70° F. 
inside with a 110° F. outside tem- 
perature. It can be furnished with a 
reverse cycle to provide heating up 
to 70° F. inside when the outside 
temperature goes as low as 0° F. 

This is accomplished in an entirely 
automatic manner through the action 
of one thermostatic control which 
will maintain a constant temperature 
inside the trailer or truck irrespec- 
tive of the varying outside tempera- 
ture conditions through which the 
trailer or truck travels. 

Tru Kooler equipment is available 
in 10 basic models with capacity 
ranges of 1%, 3, and 5 tons. Com- 
ponent parts are of standard manu- 
facture, potatos out Heemstra. 


MOTOR and compressor assembly (orrow) 


SIGNAL 
functioning properly while on the rood. 


ore near rear wheels. 


lights tell driver whether unit is 


Sean 


i Pantanal. 
Curtis Advertising Mgr. 


ST. LOUIS.-Curtis Mfg. Co. here 
has announced the appointment of 
Alex G. Pappas as advertising man- 
ager 

Pappas is a journalism graduate of 
Missouri university and received his 
B.S. degree from Washington uni- 
versity. He was formerly assistant to 
the advertising manager of Roberts, 
Johnson & Rand Shoe Co. in St 
Louis 

Curtis manufactures air condition- 
ing and refrigeration equipment, 
industrial and automotive air com- 
pressors, and industrial hydraulic 
materials handling equipment 


Army Engineers Will Build 
25 Armories, 10 Hospitals 


WASHINGTON, D. C.--Army en- 
gineers will build 25 armories 
throughout the country and are 


scheduled to complete construction 
this year on 10 more hospitals and a 
hospital addition for the Veterans 
Administration, it was announced. 

The armories, to be erected at a 
cost of approximately $9,000,000, 
will be for Organized Reserve use. 
Cost will bec over P $108,008,000. 


General Controls — 


/V-200 SERIES 


six VALVES 


FACTORY BRANCHES: Balti 


GENERAL® 


80! ALLEN AVENUE 


Manufacturers of lulomatic Pressure, Temperata 


5, Birmingh 


Getroit 21, El Peso, Glendale 1, Houston 6, indienopolis 4, Konses City 2, Milwouk 


FOR REFRIGERATION AND AIR 1 4 
a= 


Thermostatic Expansion 
Valves... For High or Low 
Temperature Application 


FREON 
METH YL-CHLORIDE 
SULPHUR DIOXIDE 


GLENDALE |, CALIFORNIA 


WORESUEEOSREIEEE 
Automatic Defrosting 
Incorporated Into 
‘Thesco Bake-N-Freez’ 


CINCINNATI ... Incorporation of 
“Still-Air" automatic defrosting in 
“Thesco Bake-N-Freez” units has 
been announced by The C. Schmidt 
Co, here 

With the Still-Air system, the com- 
pany said, “fans and fan-driven air 
currents are eliminated. Defrosting 
is thus accomplished without lower- 
ing sunidity in the Bake-N-Freez, 


and without affecting the freshness 
of stored baked goods.” 

Another advantage cited for the 
automatic defrosting system is its re- 
verse cycle action in which the con- 
denser acts as a coil and the coil as 
a condenser. 


“Positive prevention of ice build-up 
on the coils is assured,” the company 
declared. “‘Hot gas’ is produced 
throughout the defrosting cycle and 
circulated from the condenser through 
the coils. Peak defrosting efficiency 
is thus maintained all during the 
cycle, and there is no chance of par- 
tial melting and re-freezing of frost 
on the coils.” 

The Bake-N-Freez will 


A be built 
with and without automatic 


defrost. 


V-200 Valves control the flow of liquid refrigerants 
into cooling units. Positive in shut-off, they are simple 
in design and respond to the slightest temperature 
changes. Adjustable orifice cartridge makes it possible 
for these valves to be adjusted to any one of six ca- 
pacities, without interchanging the valve itself. Semi- 
liquid charged, V-200's operate on high or low back 
pressure and corresponding temperatures and are 
available in 4%, 1, 2, 3% and 5 ton capacities. 


CONTROLS 


Temperature, Level and How Controls 


3, Boston 16, Buffele 3, Chicoge 5, op ap mda Columbus 15, Delles 2, Denver 4, 


lis 2, Newark 6, New Orleans, 


New York 17, Omehe 2, Philedeiphia 23, Pittsburgh 22, St. Louis 3, Saison Seattle 1, Tulse 6, Washington 6, D. C. 
DISTRIBUTORS IN PRINCIPAL CITIES 
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HOUSEHOLD 


REFRIGERATION 


Trade-Ins—Hidden Profit 


Don't Give ‘Likeral’ Allowance, Give ‘Fair’ Allowance 
And Lepve oa Profit Margin for Yourself 


AIR CONDITIONING & REFRIGERATION NEWS, 


mn & matter of a few months, Hill 
aad 

He admitted that selling used mer- 
chandise at good prices builds some 
resistance, but he added. “we have 
had customers come back and buy 
ur better rebuilt washers after shop- 
ping around for cheaper ones 

A dealer in the audience asked 
what guarantee should be given. One 
said he usually gave 
guarantee, depending on 
and life expectancy of the 


panel me ber 
» &-day 
the price 
apphance 


APRIL 28, 1952 


Chicago Dealers To Get 
Creative Selling Course 


CHICAGO—John W. Mock, Chi- 
cago business consultant, has been 
retained by the Chicago Electric 
Association to conduct an eight-ses- 
sion course for appliance dealers 
and their key sales people on “Crea- 
tive Selling in Chicago, 1952,” it was 
announced recently by Curtis L. 
Peterson, chairman of the associa- 
tion's dealer educational committee. 


pacity in the Lighting Institute 
Auditorium where the sessions will 
be held, only 150 enrollments will be 
accepted. The cost per person is $10. 

According to Peterson, the actual 
cost to the association per student 
will be about $30. However, the 
Electric Association board of direc- 
tors has approved the underwriting 
of two-thirds of the cost, because of 
the apparent need to do something to 
stimulate sales now 

Dealer reaction to the sales clinics 
has so far been extremely favorable, 
Peterson said. 


TOMUNTO) Cmt Trade-ine lowance, say a ‘fair allowance Speci Ity Appliances In discussing the course, Peterson 
' t 70 The public doesn't go out of its ie Set said that “this is a pick and shovel Double Page Ad set Sideways 
» t nly way to rook you. But if the shopper R | ] West Penn Area year, and the Electric Association CLEVELAND Mayer-Marks, op- 
« . wore ae )=6ofinds a chink in your armor, he will n recognizes that dealers have got to er:ting two appliance stores here, 
‘ tute ff pe te that the take full advantage of it go out and dig for sales.” sel a precedent in refrigeration pro- 
‘ fidence of th How many of you,” Miller asked PITTSBURGH — During 1951, dish- The course will consist of eight motion activity with a double-truck 
pyt and of pie b one Samociates are using the manufacturer's educa washers garbage disposers food l',-hour morning meetings, begin- ad laid out in vertical format. 
tional facilities for your saleamen” freezers, clothes driers, automatic ning Wednesday, June 4, at 9:30 rhe huge ad was used to launch 
That wee t pry f members In) you use his salesmen to give washers, and television sets estab- a.m what the firm described as a “Fabu- 
‘ frac Trade Ine our men more product information lished their biggest year on record This isn’t a general course on lous Trade-In Sale” on Admiral re- 
Your Midd Pov cotit se given before and to help him sell so that price will in the southwestern Pennsylvania salesmanship,” Peterson explained. frigerators. Art work in the ad was 
tt Canadian |Assocation of Radi be the last thing they discuss with territory served by the West Penn ‘It is not intended to replace the highly dramatic because of its tre- 
1 Appliance .Deawes here recently the prospect” Power Co product sales training of distribu- mendous size. 
. EK. Bradjey t&ndon, Ont. ap I suggest that you do away with The utility said that dollar volume tors and manufacturers. It is a tailor- 
piance dealer put ft, the dealer's the gimmicks and get ethical, Gim for household appliances amounted 


profit ian't hidvtler tA either in the 
uatomer as | exit or the 


micks make more enemies than they 


to nearly $26,000,000 for the year 


made course designed to help dealers 
meet and beat the selling problems 


Coolerator Names Garlock 


do friends 

Mei Hill, Toronto appliance dealer, 
asserted that “if the dealer decides 
he will handle trade-ins at a profit, 
he will make one 

No matter what we allow in trade, 


with lighting equipment adding over 
$2,000,000 more. This total is about 
$2,500,000 under 1950, the utility de- 
clared 

Unit volumes reported by the more 
than 8,000 dealers in the territory for 


they face in Chicago's highly com- 
petitive market.” 
On the agenda for the course are 
An opening session entitled “Is 
Selling the Answer?" Five product 


statement Distributor in Mich. Area 
DULUTH, Minn.—-Appointment of 

Garlock Sales Co. as the Coolerator 

distributor in the Lansing-Saginaw 


tuck 
anufacturerh net hen 


or we certainjy he nt got it 


NO FAITH IN THY 


.Commenting of 


sito THACTP 


7] ¢ Lantastic trade 


im Offers ady “9s liny some dealers whether it ia $5 or $75, we feel that 1950 and 1951 were as follows: meetings on how to prescnrbs sales of: area of Michigan was announced by i 
° giving $100; fe old broom it is up to us to get some of this appliance 1960 1951 Radio and TV, automatic laundry F. C. Margolf, sales manager, the 
Hiradiey dee ia 32 my humble money back,” he said Refrigerators 23.719 19.140 equipment, refrigerators and freezers, Coolerator Co. 
rhivie : trust. The Hill noted that the dealer's costs Home & Farm Freezers 3.886 4061 electric cooking and kitchens, and Embracing a territory of 30 Michi- 
a xe Room Coolers M2 216 = electric housewares and bedding. gan counties, Garlock Sales Co. is 
tankers 7 1 seer » think that begin as soon as he removes the old Renses 11.480 10.478 : ; \. ; 
miving $100 fer up is a sound appliance from the customer's home Garbage Disposers 427 6x2 A session of advertising. merchan- headed by M. L. Garlock, president; 
business practice y feel that they That task alone is going to cost him Dishwashers 6a 837 dising, and servicing Mrs. Helen Binkley, secretary and 
Have to watch t 3 dealer's bank money Clothes Driers 4 —_ Wind-up session on Chicago prob-_ treasurer, and R. B. Garlock, vice- 
sceount So, he declared, if the old appli- oa Automatic 572) as71 lems, plus a complete review of the president. The distributing organiza- 
The buyer ain Caos fast. He ance is no good, junk it night away we she rs, Conventional 19 466 16.454 course tion is located at 432 Grand Ave., 
row demands larg® discounts. We Don't even bother to bring it back ov Heaters 5.223 4,833 Because of the limited seating ca- Lansing. 
have convinesd thé public that we to the store or warehouse. But if it ~iighaieas SS 
have been 1 ak ne Saige rhitant profits ean be fixed up and sold at a profit, 
for the pas ew Veure then do it 
MM Miller, Oriario sales man 7 
seer for General Steel Wares, Ca ONLY SOUND METHODS 
Katha ippliance , ufacturer, puts COUNT 
the blame for suchspntastic trade-in He stated that the appliance busi- 
(ffer fh a Wreakd=en of salesman ness today cannot be conducted by 
ship } : slipshod methods. In order to n ake 
Phe publy ha proved to be a profit, whatever is done has to . 
siarter mhegoper than you are be done well ; ee 
‘ ellers Ne fa Lares? Do you take So he advised that the trade-in eatin view = 
for gospel truth winst the COnSUTHET “be put in good working condition and . . aN 
fella you he can gel slown the street epruced up so that it will be attrac- re 


if you do, géntlemen, you are being tive to the class of buyer who is in 
played for a muckey the market for used merchandise | 
. — Then it should be priced so that a oe DESIGN SAVINGS 
GET TOGhwyER With 
, profit can be made and the unit 
COMPER ITION guaranteed Bundy engineers save right from the start by 
The so-and-so fiewn the street is He claimed that there are many helping to work out the most practical, basic 
having the same troblems you are circumstances where a family needs design for your new tubing part. By spotting every ‘ 
tHe has to make & profit, too Why an appliance but temporarily does chance to use less tubing or to take production 
lon't you get toh ther You might not have enough money to buy a new short-cuts. Left: mass-produced evaporator coils 
te able to yet on ‘common ground one. They can purchase a used unit for home freezer, requiring 96 separate bends, now — 
fven though? you dint legally agree sod then later will trade it in on a permit Bundy customers to market new, improved ; 
pn prices, you ean gtiffen each other's new piece of merchandise home freezer at rock-bottom costs for tubing unit. 
spines : If they received satisfactory serv- 
One solution toethia problem is to ice from the used equipment, their 
present a ati froy,r to the consumer natural tendency is to take it back 


Dhow tell him thet you ere 
to give him a ‘hoeral 


atore 


going to the 
Sometimes, 


where they purchased 


trade-in al- it this turnover occurs 
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OF REFRIGERATOR TRAD 
NATIONAL REFRIGERATOR 
MARKET REPORT 

PROTECTS THE DEALER 


7 
impotent pew preys 
and odprt erty be 


» FABRICATION SAVINGS 


You save because Bundy engineers “can do.” 
If a fixture doesn't exist to turn out a tubing unit, 
Bundy men often design that, too. Here, special 
bending fixture, developed by Bundy, turns out 
coil for bottom of freezer (in panel above) in short- 
est possible time and with minimum bending 
operations. 
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COMPLETE ILLUSTRATIONS - SPECIFICATIONS 
* USTS OVER 2500 MAKES AND MODELS 

+ ASSIGNS FAIR TRADE-IN VALUES 

+ TELLS HOW TO RECONDITION TRADE. INS 


Bundyweld Tubing 


DOUBLE-WALLED FROM A SINGLE STRIP 


3 + PREE DEALER SERVICE BUREAU 

Ai the A oe oe WHY BUNDYWELD IS BETTER TUBING 
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Got Your Sales Pitch 


Down Pat? 


Westinghouse May Pay Salesmen Up to $50 for 


Tops Product Story 


MANSFIELD, Ohio—-By answering 
the telephone and giving the right 
sales pitch, Westinghouse retail sales- 
men over the nation will share awards 
totaling $50,000 in the sales training 
contest announced by the Westing- 
house Electric Appliance Div. 

The right sales talk, reports R. J. 
Sargent, division major appliance 
manager, is a sales story covering 
the important features of the com- 
pany’s 1952 line of electric ranges 
or “Frost-Free” refrigerators. 

Called “Operation Bing-Bong,” the 
program combines the facilities of 
the company and its distributor 
organization in a mass training 
effort which is reaching out to more 
than 25,000 Westinghouse retail sales- 
men. 

As explained by Sargent, the con- 
test works this way: Salesmen at- 
tending the retail training sessions 
are required to sign a registration 
card to be eligible to participate in 
the contest. This card is sent to divi- 
sion headquarters and periodically a 
name will be selected from all those 
registered. 

Each salesman who is called will 
be asked to give a sales pitch on 
either ranges or refrigerators as re- 
quested by the caller. 

The first series of telephone calls 
start May 12 and each week, for four 
weeks, more than 900 Westinghouse 
retail salesmen will be contacted. 
Calls will be made by division head- 
quarters, each division district office, 


on ‘Frost-Free’ Units 


each distributor headquarters, and 
each distributor branch office, accord- 
ing to the company 

Winning sales stories will earn 
cash prizes ranging from $5 to $50. 
Wholesale salesmen who trained the 
winners automatically receive a cash 
award. 

“Consolation prizes will be given 
to those salesmen who do not have 
the product story well in mind,” 
Sargent said. “However,” he added, 
“we hope to pay the full prize award 
every time we call for that is the 
purpose of our sales training and 
this contest.” 

Telephone calls to select grand 
prize winners will be placed by top 
division sales officials during the 
week of June 23. Two weeks prior 
to this date no telephone calls will 
be made, but the training will con- 
tinue in order to register those retail 
salesmen missed in previous training 
sessions. 

Sixteen drawings from all salesmen 
registered in the contest will be made 
to place one range and one refrigera- 
tor grand prize winner in each of the 
division's eight sales districts. Calls 
will be repeated until winners are 
selected. 

Grand prize winners will receive 
$150 in cash plus an all-expense-paid 
trip to Mansfield for presentation 
of an award. The wholesale salesmen 
who trained the 16 top winners will 
receive $100 in addition to the all- 
expense trip. 
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OPS To Name Unintentional Admiral Hopes To Reach Fomilies’ te & i i, es 


Violators of Ceiling Prices 


WASHINGTON, D. C.--Price Di- 
rector Ellis Arnall announced re- 
cently that the Office of Price 
Stabilization has decided to end its 
practice of withholding the names of 
unintentional violators. 

He said the names of businessmen 
who unintentionally violate a price 
ceiling on or after May 1, 1952--and 
later make a settlement with OPS 
and agree to repay the overcharge. 
will be made available to newsmen 
and the public 

Arnall said that under the old 
policy these names have been with- 
held because of the agency's desire 
to be fair to businessmen whose vio- 
lations were unintentional. But he 
said that the passage of time now 
makes it possible to change the 
policy without being unjust 

The policy change will be gradual 
because the old policy will continue 
to apply in cases where the violation 
occurred before May 1, even though 
the settlement may take place after 
that date. 


NPA Appeals Board OK’s 
Coolerator Enameling Plant 


WASHINGTON, D. C.—-Permission 
for Coolerator Co. to build a $300,000 
porcelain enameling plant has been 
granted by the appeals board of the 
National Production Authority. The 
company has filed an appeal from an 
NPA division denying the company’s 
request for 214 tons of steel to com- 
plete the porcelain enameling addi- 
tion. 


When specifying tubing for your refrigerant lines, 
coils and condensers, take a good, long look at all that 


you buy with Bundyweld Tubing. 


Here is the only tubing double-walled from a single 
strip, copper-bonded through 360° of wall contact. 
Its double wall is stronger walled, yet thinner walled 
. . . leakproof with high bursting strength and faster 
heat conductivity. You buy tubing with no compro- 


mise on features. 


In the last 20 years, Bundyweld Tubing has been 
used for the vital tubing parts in hundreds of thousands 
of the finest name-brand refrigerators, home freezers, 
food lockers, display cases and the like. You buy 
proved, trouble-free performance, as evidenced in the 


‘Tefrigeration tubing 


On every count 


concerned. 


Specify Bundyweld and you buy the industry’s finest tubing 
and finest fabrication skills... you buy dependable lines, 
evaporator and condenser coils at the lowest possible cost 
consistent with famous Bundyweld quality. 


continued use of Bundyweld by the manufacturers 


Bundyweld hits your assembly lines clean as a 


whistle, inside and out . . . as specified, and on time. 
Either fabricated by Bundy or in lightweight, easy- 
handling coils and lengths for fast, economical fabrica- | 
tion by your men. You buy unsurpassed engineering | 
skills and services that mean major savings in the 
critical stages before a single unit is turned out. . 
in planning, design and in initial production setup. | Clemens. 


; i : } Lee joined Westinghouse as a mer- | 
Price-conscious, or performance-conscious—or both | chandise trainee in June, 1948. He 


—the world’s finest refrigeration engineers know there | w45 transferred to headquarters re- 
is no adequate substitute for Bundyweld Tubing. 


There can’t be. No other tubing is like it. 


Contact a Bundyweld Distributor (listed lower left), or write direct to Bundy Tubing Company, Detroit 14, Michigan 


reduced for Bundy customers. 


You save through Bundy’s own constant search for im- 


* 


pipe 
% Boake 


4, me savines 


There's a good chance that Bundy has already solved the | 


—————«——<——@® for sales efforts. The 


-| home freezers and will 


proved production methods on a finished part. For example, 
putting special ends on serpentine coils formerly required 
separate operation. Now, detachable Bundy-designed ma- 
chines are fitted onto main bender and complete units pro- 
duced in one simultaneous operation. Result: costs per unit 


problems your tubing unit may present and can swing into 
fabrication steps quickly, smoothly. No waste motion, no 
costly delays. In the last twenty years, Bundy has fabricated 
millions of refrigeration tubing parts, including evaporators 
and refrigerant lines, simple and complex, and (above) plate, 
wire, and fin-and-tube condenser coils of all shapes and sizes. 


$200 Million Volume In'52 


SAN FRANCISCO...Though sales 
of Admiral Corp. for the first quarter 
were slightly below those of the 
same quarter last year, the company 
expects to do a $200,000,000 volume 
this year as compared with $185,- 
000,000 last year, Wallace C. John- 
son, vice president in charge of sales, 
declared at a regional sales meeting 
here recently. 

He added that Admiral hopes to 
produce 800,000 television sets this 
year as compared with 675,000 in 
1951. He looks to the introduction 
of new models and public interest 
in the forthcoming political conven- 
tions to increase sales steadily. 


Free Pearls Lure Women 
In Gibson’s Automatic 
Defrosting Promotion Plan 


GREENVILLE, Mich.—A_ free 
string of pearls is being offered to 
women by Gibson refrigerator dealers 
in a direct mail campaign to promote 
the company’s automatic defrosting 
models 932 and 962, Gregory V. 
Drumm, advertising manager of Gib- 
son Refrigerator Co. here, announced 
recently. 

To help promote the offer, dealers 
have available on a factory-distribu- 
tor-dealer basis seven various sized 
newspaper advertising mats, all bear- 
ing strongly on the free pearls offer, 
automatic defrosting, and price. 

Extra incentive is provided in Gib- 
son's “Diamond Jim Brady” plan 
whereby dealers get “bonus bucks” 
“bucks” are 
applicable toward a wide range of 
gifts. 

Drumm has told Gibson dealers 
“that it just doesn’t work this year 
to take a refrigerator which looks 
like a 1941 or 1946 model and give 
it a 1941 or 1946 promotion.” 


Westinghouse Names Lee 
Sales Training Supervisor 
Of Refrigeration Dept. 


MANSFIELD, Ohio—-Appointment 
of Jack D. Lee as supervisor of sales 
training for household refrigeration 


for the Westing- 


house Electric 
e 
“~~ 


Appliance Div. 

was announced 

recently by J. R. 

4 Clemens, division 

advertising man- 
er. 


sponsible for the 
development of 


terial for 
Westinghouse 


| Jack D. Lee of 


| frigeration sales staff in June, 1950, 
| & post he held prior to his present 
| appointment. 


Rheem Names Goodfellow 
General Sales Manager 


NEW YORK CITY-—William 8. 
Goodfellow has been appointed gen- 
eral sales manager of Rheem Mfg. 
Co., manufacturer of steel shipping 
containers, automatic storage water 
heaters, ranges, heating equipment, 
and other appliances, it was an- 
nounced by C. V. Coons, vice presi- 


dent in charge of sales. 

Goodfellow, who brings to his new 
post a background of 17 years’ ex- 
perience in both container and appli- 
ance sales for Rheem, will make his 
headquarters in New York. 
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To Servicemen Provide 
Goodwill, Good Prospects 


GREEN BAY, Wis Making it pos- 
sible for the parents of servicemen 
on duty throughout the world to send 
tape-recorded messages, has produced 
tremendous goodwill and additional 
over-all sales for the Homemaker's 
Appliance Store, here 

Ralph Engebos, manager has found 
that “much of the same atmosphere 
which was evident during World War 
II is with us again.” With many men 
in service today, nine out of ten 
families have some connection with a 
serviceman. Thus, any promotion 
which recognizes this is bound to get 
excellent results 

To pull an all-time record number 
of visitors to the store, Homemaker’s 
Appliance provides a roll of recorder 
tape, a tape recorder and mailing 
service, for the parents of any serv- 
iceman. Letters may be dictated in 
the semi-private model kitchen at the 
rear of the store, and are mailed im- 
mediately by Engebos 

Such “talking letters” last 15 min- 
utes, and provide plenty of oppor- 
tunity for every member of the 
family to say a few words. 

Included in the offer is an arrange- 
ment whereby the serviceman can 
dictate an answer and send it back to 
his family, who returns to the store 
to hear it run off. Engebos locates 
the nearest tape recorder to the sta- 
tion or front where the serviceman 
is stationed, and sends this informa- 
tion along with the news that the 
reel is coming. Tape recorders are 
usually available at Red Cross cen- 
ters and field hospitals, and in co- 
operating dealer stores, so it is 
relatively easy for a serviceman to 
hear his “talking letter.” 

The store continues to furnish the 
same reel of recorder tape to the 
family, as long as they wish, with no 
charges whatsoever attached. The 
store pays all the postage, handles 
the packaging of the tape, and keeps 
a record of every such mailing. The 
result has been so heavy a flow of 
traffic that between 15 and 25 such 
reels are being sent out every day. 

On the first weekend there was a 
waiting line, and on the second, it 
proved necessary to set up an “ap- 
pointment system" to give each 
family an ample opportunity. 

The store has made no deliberate 
attempt to capitalize upon the serv- 
ice, and instead, encourages visitors 
to return as often as they wish to 
dictate their letters. Such families 
include a lot of worth-while appliance 
prospects, who, of course, are “ex- 
posed” to appliances on display 
throughout the store. 


COMPETENT ENGINEERING 
DEPENDABLE SeRvice 
GUARANTEED QUALITY 
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Write today to 
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1 nave always felt that whatever the Divine Providence permitted 
to occur | was not too proud to report. The people are not served 
by pussyfooting, or by that sort of journalism in which nobody will 7 
ask who is the editor of a paper or the writer of an article, and 
nobody will care.""—Charles A. Dana. 


Is the Farm Market Neglected? 


HAS THE APPLIANCE DEALER simply become an order- 
taker, exchanging a refrigerator or range for money about the 
way a sack of spuds changes hands at a supermarket? 


Po ieee BING FEATURES SY NDE ATE. ine, WORLO BiGHTS es 


Do You Have ‘Both Feet On The Ground’? 


SY 


That accusation has been made more than once since the war, 
and it comes up again in a recent survey of the farm market. 
Buying habits of 2,000 representative farm families were recently 
studied by Curtis Publishing Co. for National Electrical Manufac- 
turers Association. 


The findings were none too heartening—for the refrigerator ! 
dealer. 


To be certain, refrigerators and freezers are being sold. 
They're being promoted heavily by national and trade advertising, 
which helps create the desire to buy. 


| Every wholesaler obviously 
 @xjdeavors to carry in stock 
the kind of merchandise his 
tride requires and demands. 
Under normal conditions he 
‘Cin come pretty close to sup- 
‘plying the products his customers ask Bor: he has the opportunity 
ob selecting from many sources the products which he believes 


But what is the average dealer going to get as his share of 
the sales? And is he putting forth extra effort that would in- ' 
crease sales locally beyond the point that might normally be 
expected from national advertising? 


Here’s what’s happening in the farm market, it was found. 


; Itetailers made little or no attempt to solicit the business of the 

Ws customers would find most acceptable. %, J 

; na ; farm families who in the past five years have bought considerable 

‘His function and opportunity are no different Pais tease much amounts of electrical equipment and appliances. : 
i 

more complex, The task of finding merchandise in sufficient Some 56° of the families interviewed explained that they 


‘qyantities, and of the right ‘quality o satisfy his trade, is quite 
perplexing to him at times. ; Ny Ks 


pd ? ‘Tia good whabaphe Mpa hid eofiecilil ak alae 
maintain his standards at the same level that has built his repu- 
a ae a tation. You know him by the products he handles and the service 
i! bi he apie a? Sear 4 


had purchased their last major appliance from a particular dealer f 
merely because he happened to carry the brand they wanted. 


True, the retailer's own reputation, “service facilities,” 
and friendship were also important factors governing the 
purchaser's choice of dealer, but did not rank so high as the brand 
preference. 


\ <j 

eh Although a majority of rural customers said dealers did well 
5 ithe good wholesaler diosa He don still be at by them, they also thought many dealers could employ better 
| + =. “nating in the choiee of brands he stocks for you, for he keeps trained men, make periodic checks of equipment, do better repair 
is i Nj his eye on tomorrow as well as today and. never loges sight service, hold demonstrations, and keep the customers better in- 
as Ris purpose to render customer satisfaction # all times. = * formed regarding new products. 

at ‘fl 1 RS products he handles reflect e kind 3 wholesaler se in On the latter point, the dealers in question were weak. Less 
I adh 7 es eput bi hélesaler han dies ; table handi than half had solicited further business from recent customers 
i ae if * hing well-ad Seed brands of de dable quality; In tubir by direct mail promotion. Only 6% had made any telephone 
s s * ‘SU ol@brine’ts inode Kitop Sua ; . . 2 ct that you! solicitation attempts, while 27° followed up with a personal call. 
: ay to got whenever jt is availa In fact, 89.6% of the rural families said they went to the 

: i; Me y 

3 ' 4 2 dealer themselves when they had decided to buy another ap- 
* Be WOLVERINE TUBE DIVISION, Re end a ae j sition. 

he ‘ Scheme Copper Company, Incofporated, ‘ 


anufacturers of seamless, 
tubing, 1413 Central 
troit 8, Mich. Platts in in 

ich. and D bk 


What does this all add up to for our great industry? 
Obviously, if more retailers really went all-out on promotion and 
sales efforts, more consumers would add new convenience and 
luxury to their lives. Then the dealer and his salesmen would 
profit greatly, and the over-all affect on the durable goods business 
might be startling. j 
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JUST A PORTION of o group of over 225 refrigeration servicemen, contractors, and engineers 
who mode up a record-breaking closs in a course in commercic! refrigeration in Los Angeles. 


The course was co-sponsored by Thermal Products, inc., 


Hess, Greiner & Pollond, oir dit 


refrigeration wholesaler, and 


quip t distributor, both of los Angeles. 


Los Angeles Commercial Refrigeration Class 
Planned for 60 Draws Enrollment of 225 


LOS ANGELES — Sponsored by 
Thermal Products, Inc., refrigeration 
wholesaler, and Hess, Greiner & Pol- 
land, distributor of air conditioning 
equipment, a special eight-week com- 
mercial refrigeration course for ex- 
perienced servicemen, contractors 
and estimators, and junior consulting 
engineers was so successful that 
plans are already under way to con- 
duct a similar course again this fall. 

Idea for the course, believed to be 
novel in the industry, grew out of a 
trial course given last year by Hess, 
Greiner & Polland. After checking 
with industry people upon completion 
of the course, the two companies, 
who work closely together, decided 
to co-sponsor an extended course this 
year. 

About 50 or 60 persons were ex- 
pected to enroll in the free course. 
However, the first class drew an at- 
tendance of more than 225. Attend- 
ance at the remaining classes was 
almost as high. 

Said the sponsors: “The over- 
whelming success of the course is 
something which has not only ex- 
ceeded the greatest expectation but 
certainly sets a record in the in- 
dustry.” 

The course 
thermodynamics; 


covered heat and 
air and psychrom- 


etry; refrigerants; the refrigeration 
circuit; compressors; condensers; 
evaporators; and piping and miscel- 


laneous components. 


PROMINENT SPEAKERS 

Men prominent in the commercial 
refrigeration industry in Southern 
California participated in presenta- 
tion of the course as speakers. Fol- 
lowing is the schedule of classes 
and speakers: 

Heat and thermodynamics— Arthur 
J. Hess, Hess Greiner & Polland; air 
and psychrometry—Arthur J. Hess: 


refrigerants—-Elmer Johnson, Cali- 
fornia Consumers; low pressure re- 
frigerants—-George Schnier, Eston 


Chemicals, Inc.; high pressure re- 
frigerants—-Elmer Johnson; moisture 
and lubricants—William Krack, Spor- 
lan Valve Co. 

The refrigeration circuit 
Holladay, Hieatt Engineering Co.; 
compressors—-high speed reciprocat- 
ing machines—-Ralph E. Manns, 
Ralph Manns Co.; centrifugal ma- 
chines—-Maron Kennedy, York Corp. 

Condensers—-D. D. Wile, Refrigera- 
tion Engineering, Inc.; water-cooled 
condensers—-Philip Kilgore, Thermal 
Products; air-cooled and evaporative 
condensers—-D. D. Wile; cooling 


William 


towers-—J. N. Whitesell, Fluor Corp.; 
water treatment of condenser water 
Ralph M. Westcott, Hieatt Engi- 
neering Co. 
Evaporators—-D. D. Wile; air con- 
ditioning evaporators—-G. D. Lord, 


Hess, Greiner & Polland; refrigera- 
tion evaporators—-Peter H. Askew, 
Thermal Products. 


COLD PLATES _ Li Cream Cabinets, Soda 
Fountai a“. Freeze 


Cabi Displays Counters. 
Sub-Zero Applications lndoscrial chilling. 


DEAN PRODUCTS, IN 


Piping and miscellaneous compon- 
ents: Piping—Charles R. Knowkey, 
Hieatt Engineering Co.; expansion 
valves and controls—William Krack: 
electric motors—Clement Woods, 
Hess, Greiner & Polland; miscellane- 
ous equipment Walter Hilton, 
Thermal Products. 


FIRMS GET LIST OF THEIR 
MEN ATTENDING 


Course registrants were employes 
of well-known firms in all branches 
of the industry, it was stated. During 
the course, the sponsors sent an- 
nouncements to all firms represented, 
giving a list of the names of their 
employes who were attending the 
classes and letting them know 
the employes were doing so on their 
own time. 

Another course--on temperature 
control—-was scheduled to be given 
in Long Beach, Calif., following the 
commercial refrigeration course. This 
was to be co-sponsored by Hess, 
Greiner & Polland and Heating & 
Power Equipment Co. of Long Beach 


Sears Heads Ace Cabinet 
Engineering Department 


NEW BEDFORD, Mass—-E. G 
Sears, recently with Frigidaire, has 
joined the Ace Cabinet Corp. as head 
of its engineering department in the 
New Bedford plant. 

Sears is well experienced in the re- 
frigeration field, having been identi- 
fied with a number of prominent pro- 
ducers for the past 23 years. During 
World War II Sears was an in- 
structor of commercial refrigeration 
in the War Manpower Training Com- 
mission. 
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Rietzke Manages Revco's 
a * 
Advertising, Promotion 

DEERFIELD, Mich.--Revco, Inc. 
here, manufacturer of “Chill Chest” 
food freezers, has announced the ap- 
pointment of J 
w. Rietzke as 
sales promotion 
and advertising 
manager. 

This newly- 
created position 
marks an increase 
in Revco promo- 
tion activity at the 
retail level, the 
company said. 

Rietzke has had 
20 years’ experi- 
ence in retail promotion. A former 
advertising man for Sears Roebuck 
& Co., he was more recently asso- 
ciated with a large appliance dis- 
tributor in northwestern Ohio. 
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ANY SHAPE 
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GRAND ISLAND, Neb..The law 
passed by the 1951 legislature (LB 
476), prohibiting anyone but the 
owners of liquefied petroleum gas 
containers or their authorized dealers 
from filling the containers, will be 
subjected to a constitutionality test 
The test will come as the result of 
a suit filed in district court here by 
Howard Goble, local appliance dealer. 
He seeks a declaratory judgment and 
lists the following as defendanis: 


Skeigas Div. of Skelly Oil Co.; 
Henry Schuff, operator of Schuff Ap- 
pliance Center, Grand Island; Blau- 
gas Co., Carl Nelson, Omaha; Fre- 
mont Meyers, Omaha; Reed Cameron, 
an officer of Mid-America Corp.; the 
Association of Nebraska Liquefied 
Petroleum Gas Dealers; Victor E 
Anderson, Lincoln appliance dealer; 
and Clarence Beck, Nebraska attor- 
ney general. 

The petition asks that the court 
rule the act (effective last Aug. 27) 
unconstitutional; that propane gas 
is a necessity; that the purpose of 
the act is to monopolize the distri- 
bution of propane gas; that the act 
is an effort to enforce the provisions 
of a civil contract by providing a 
penal remedy; that the police powers 
of Nebraska cannot be exercised in 
the manner provided for the act be- 
cause there is no question of public 
health, welfare, and safety involved; 
and that the act is impossible of en- 
forcement because of the impossi- 


bility of iterpretat jon. 
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“Slants on Service” is a “package” devised by the NEWS to 
meet the needs of its busy readers in the service and contracting 


business. 


Testimonial Letters from 
Customers ‘Work Wonders’ 


Testimonials or customers’ reports, 
seem to be a good bet that the aver- 
age refrigeration serviceman over- 
looks. These reports are very con- 
vincing and will prove to others that 
your statements are correct. Every- 
body expects you to blow your own 
horn and what you say may not 
mean much to them but back up 
what you say with reports and com- 
ments from other customers and see 
the difference 


“An apartment house that I work- 
ed on,” says W. Tegner, “had three 
water-cooled compressors. I wanted 
to change them to air cooled. I in- 
stalled a water meter and showed 
how much could be saved by chang- 
ing over. It was a lot of work and 
took a lot of talking but they finally 
gave the word to go ahead. It saved 
them $21 per month. 


“They were so pleased that they 
gave me a letter and told me to use 
it whenever I wanted. This letter 
worked so well that I asked other 
customers for letters and soon I 
didn't anise to spend any time in- 
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stalling water meters. I next 
the letters on ‘overhauls’ and found 
them equally good. Later I had some 
copies printed and mailed them out 
and found that they worked wonders.” 


tried 


Some Compressors Operate 
On Low Head Pressures 


Compressors of the vane, rotary, 
and gear type usually have extremely 
low head pressures. It is not unusual 
to find these machines running per- 
fectly with a head pressure of only 
35 to 45 Ibs. This is to be expected 
and to add gas will only overload 
the machine. 


Making a Small Hacksaw 


If stuck for the lack of a small 
hacksaw, you might try this way to 
get out of your difficulty. Get a small 
piece of wood about 7 in. long and 
saw a groove in it the long way, 
about 'y in. deep 

Now cut the stick across at the 
middie and then take both pieces 
and tape them to the upper and 
lower sides of one end of the blade 
and use this end as a handle 


KEROTEST > 


Always Extra Quality at No Extra Cost 


There’s no substitute for quality manufacture and there's no 
quality finer than you get in genuine KEROTEST Refrigeration 


Valves and Fittings. In the critical applications . . 


quality counts most . . . it's KEROTEST. Always extra quality 


at no extra cost! Buy the best—buy KEROTEST. 
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[KEROTEST 


KEROTEST MANUFACTURING COMPANY 


Pittsburgh 22, Pa. 
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AIR CONDITIONING & REFRIGERATION 
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To Make Service Dept. Pay, Use Trained 


Personnel; Set Charges on Fair Basis 


Cnt? 


TORONTO oun The serv 
iccng dealer whould: be aid in accord 
ance with the emaungfand caliber of 
the service work ule w WwW Me 
Nivhal of Un verges Nefrigeration 
Ltd here, told the ! aceedian Associa 
thes, f Radio and: Ar@liance dealers 
at their annua , new tion here re 


The training: © eperient ed per 
knee — th € and 
method of cuajomer contacta 
the effcz ‘nt and 
knuw-how, the’ supp ying of 


morninel to 
proper 
abog with 


correct 


exact 
trans 


portation place pf; operation all 
meane conaiderable »putlay he de 
cleared Therefore ut & only fair that 


there should be seme ceturn on the 
investment : 

To put the 
magnt on a paying hens hoe 
wewted the 


deal. rat service depart 
McNicol aug 
following 


1 Check and « nen the type of 


personnel as to wither they are 
fully trained antl jy sperienced or 
wijether you are onjinuing to send 
a bey +a mane ergend 
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@ There's nv ore} w pull and haul when you work 
with dead-sott Dyyseal. It is bent with the hands 
with little effori. i: is this soft temper and its duc- 
tility that oyake jr easy to flare for Compression 


hitings without splitting. 
Another 


very iaportant feature of Dryseal is 
the double-crimp.seal at each end of the tube. This 
ys done in the maputacturing and keeps dirt and 


2 Set up your charges on a fair 
and equal basis for your service de- 
partment to operate as a 
Guarantee or warranty service 
should be entitled to some portion of 
the selling price of each item of mer- 
chandiae you sell. Treat this properly 
and by #0 doing you can pinpoint 
your actual costs and profit 


or section 
unit 


}. Service charges on all other 
types of calle should be reasonable 
but above all profitable. For example, 
you cannot maintain adequate, well 
trained personnel and supply trans- 
portation and equipment if you pro- 
pose to charge $150 or $2 as a 
nominal service charge 

A well trained 
ligent 


competent, intel- 
with the experience 
you require cannot be hired, espe- 
clally in the Toronto area, for leas 
than $1.25 to $1.50 per hour 

If you set a figure of 100% for 
overhead, which includes truck opera- 
tion, traveling time, tools, allowance 
for securing parts, ete, this means 
another $1.25 to $1.50 


mechani« 


plus @ reason- 


able profit of another 50 or 60 cents, 
would set your labor charge at be- 
tween $3 and $4 per hour 


HOW TO BASE CUSTOMER 
CHARGES 


The most vital point is the method 
or policy you wish to adopt to insure 
your profit on the charging of the 
customer A good many of the serv- 
that have made extensive 
this, base their customer 
charges in this manner 


ice outlets 
studies of 


The hour is split into thirds, so if 
your rate is $3 or $4 per hour the 
minimum call charge is $2 or $2.50 
for the first 20 minutes and $1 for 
each 20 minutes thereafter 

“Others have a straight minimum 
charge of $3 or $4 per call whether 
it takes 10 minutes or 60 minutes to 
complete. This is one method of in- 
suring yourself of coverage, especially 
if the volume of work is not there 

“It seems that whether you charge 
25 cents or $5 you will have disputes 
and differences. Service calls are a 
difficult item to control regarding just 
what work was done 

“One sure way to try and keep this 
under your thumb is to have com- 
plete card records. This can be set up 
inexpensively or expensively, but 
should contain the record of the ap- 
pliance or equipment serviced as to 
model, serial number, age, 80 on. 

‘The service call with the vital 
statistics of what work was com- 
pleted must be placed on this card. 
Therefore, if something comes up in 
a week or so hence and every one is 
trying to remember what happened, 
or July 4 of last year, it is next to 
impossible to remember. 

“However, with a complete card 
record you have the complete story 
and it always convinces the customer 


moisture from entering the tube. The seal is made 
in such a way as not to change the diameter of the 
tube so that it can pass through any opening large 
enough for the tube itself. 


And, for your greater convenience we have just 


carton 


Malls Baltemere, Ma. 
Les Ange ies and Riversde ‘Cy, New 
aa Ofhces om Prmc@al Citees, Distrebators FE 


SEE “MEET THE PRESS™ enue wnsvannl Sate Gnanat 


recently brought out Dryseal in a nifty-50 one-coil 
This carton, which has been attractively 
designed for easy identification in stock, contains 
one $0-foot coil of Dryseal . . 
light weight, economical. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere im 1801 
250 Park Avenue, New York 17, N. Y. 


. is easier to handle, 


pices and Ciisten HL, Detrest. “ey. 
Bedford ~ = Rowe. N. Y.— 


— 
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This card will act as a guide over 
the years as a direct mail setup and 
cannot help but provide from time to 
time necessary leads to sales of new 
merchandise. But keep in mind any 
system is only as good as the person 
who operates it 

“I would like to add here, on dis- 
putes of rates most of these will be 
due to a charge of $3 or $4 for a half 
hour job. It is reasonable to explain 
to the customer, that if they had a 
toothache they would go directly to 
a dentist and he immediately freezes 
and extracts the tooth, possibly a 20 
minute job for which he charges $5 

“Do you pay a joker to put you on 
the floor and tie your arms and go to 
work pulling that tooth with a pair 
of rusty old pliers? Certainly not. 
You pay for the experience, good 
equipment, and because he does it 
without pain 


$5.00 IS FOR ‘KNOW HOW’ 


“In other words, in that $5 charge 
is know how. This is why people will 
pay for efficient prompt service. 

“In summarizing, I believe it can 
all be said in one word, confidence. It 
is our basic belief that a business can 
only succeed by giving people the 
type of service they want, at the best 
prices, in the most efficient and con- 
venient manner possible. 

“Your business will progress and 
succeed only because your customers 
find good and sufficient reason to have 
confidence in the quality and values 
you offer. 

“Times and methods may change 
but the principle of doing business 
remains the same. 

“Give complete satisfaction to earn 
that trust and confidence and I am 
confident your service will be profit- 
able.” 


Mueller Brass Shipments 
Hold Near '51 Mark 


PORT HURON, Mich.—Shipments 
so far this year by the Mueller 
Brass Co. have been about the same 
as those of last year, thanks to order 
backlogs that have held the volume 
up despite a decline in new orders, 
F. L. Riggin, Sr., president, told 
stockholders at the company's an- 
nual meeting. 

Riggin contends, however, that the 
decline in incoming orders is tem- 
porary and that the company’s fiscal 
year ending Nov. 30 will be as good 
as the record year scored last yaee. 


er 


C.R. Peterson To Represent 
Betz In New England States 


HAMMOND, Ind.—Betz has 
announced the appointment of c. R. 
Peterson as its representative in 
the New England 
states 


ey N 


Peterson has 
been a manufac- 
turers’ represen- 


tative in the east 
for many  prod- 
ucts, and until re- 
cently was repre- 
senting the Fed- 
ders-Quigan line 
of coils for com- 
= mercial refrigera- 
C. BR. Peterson ition in that area. 
He has been in the refrigeration in- 
dustry since 1940. 


Instrumentation Seminar 
Scheduled for June 2-4 


COLLEGE STATION, Texas—Ag- 
ricultural and Mechanical College of 
Texas has scheduled its 1952 sym- 
posium on “Instrumentation for the 
Process Industries” for June 2 to 4, 
here. Held in cooperation with the 
many important industrial firms of 
the southwest, the meeting is jointly 
sponsored by manufacturers of in- 
strument and control equipment, who 
provide extensive educational ex- 


hibits. 
The symposium, in its seventh 
year, has scheduled the mid-year 


date to permit full continuity, with- 
out conflict with the Instrument So- 
ciety of America’s national meeting 
each fall. 

In order to strike a balance be- 
tween theory and practical experi- 
ence, the program again will include 
subjects related to the measurement 
and control process variables, with 
recognition of new developments and 
current trends of the industry. The 
course will be conducted as a semi- 
nar. 

All interested persons are eligible 
to attend, with payment of a $6 reg- 
istration fee. Room arrangements 
should be made individually. 

Full information, including a pro- 
gram announcement folder, may be 
obtained from Prof. P. G. Murdoch, 
chemical engineering department, 
Texas A & M college. 


BETTER 7 
ENGINEERING 


Keep the see-saw balanced in your favor . . 


. let 


Heat-X equipment help to keep your costs 
down, your profits up. Heavy duty refrigera- 
tion and air conditioning equipment generally 
means heavy installation and operating costs. 
Smart refrigeration engineers (and salesmen) 
know these points are important in comparing 
the economies of one system to another. 


The Heat-X water 
cooled condensers 
and combination 
air-and-water cooled 
units provide a high 
level efficiency inde- 
pendent of summer 
weather peaks. 


Shell-and-coil condenser- 
receivers are constructed 
of seamless steel tubing 
with ample cooling coils 
generously sized for effi- 
cient performance. 
Investigate these Heat-X 
products — you'll U< glad 
you did. 


THE HEAT-X-CHANGER CO., INC. 


“ BREWSTER, NEW 
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WESTERN HILLS hotel requires 182 tons of air conditioning to 


toke core of its requirements. 
main building and b ond 


low, rambling design of the 


space to be all d for oir 


Aditi 


ges called for minimum 


ing, so packaged units were 


tucked into closets, utility rooms, and basement areas. Here 
are two 5S-hp. units. 


Result—Limitless Flexibility 


200-Room Hotel Uses 182 Tons of Air Conditioning— 
All of It Small, Self-Contained Units 


FORT WORTH, Texas — Western 
Hills, a brand new 200-room, $2,000,- 
000 hotel located six miles from the 
center of this city, is equipped with 
182 tons of air conditioning, all of it 
in small, self-contained, packaged 
units. 

The hotel, hailed as an important 
“innovation in modern innkeeping,” 
consists of a two-storied main build- 
ing topped by a _ penthouse and 
flanked by three large wings of one 
story each. Then there are eight 
cabanas and 12 “Texas-size” cot- 
tages on the grounds. The basement 
runs under only one wing and there 
is a partial, small basement under 
the central building. 

The air conditioning was installed 
by Almar-York Co., Inc. of Fort 
Worth. A. W. Stubbeman, president 
of the firm, described the installation. 

To meet the air conditioning prob- 
lem, 46 separate York hermetic sys- 
tems were chosen to fulfill the 
demands for 182 tons capacity. The 
majority of the units range from 3 
to 5 hp., while a few 1% and 2-hp. 
units handle smaller, remote areas. 


TOP ECONOMY 


“This system was viewed as achiev- 
ing top economy, as it precluded the 
necessity of air conditioning whole 
blocks of rooms when not in use,” 
Stubbeman said. 

It was also pointed out that the 
use of hermetic units permitted their 
installation in out-of-the-way loca- 
tions such as basement areas, utility 
rooms, and closets, saving space and 
considerably reducing building costs. 

The hermetics were also selected 
because of their high degree of 
adaptability to heating systems to 
which they are easily connected, thus 
providing year-round air conditioning 
which is a growing practice through- 
out the Southwest. 

Stubbeman said that the hermetics 
installed at Western Hills permit the 
use of automatic, two-step capacity 
control, enabling the conditioner to 
adjust to reduced loads and effect 
power savings. 


Heating is furnished throughout 
Western Hills by staggered tube 
finned heating coils mounted in the 
conventional manner, with boilers in- 
stalled adjacent thereto. 

High among the many “firsts” of 
this newest hostelry are the five York 
automatic ice makers located in cor- 
ridors of the hotel—within 100 ft. of 
every room in the hotel proper. 


SELF-SERVE ICE CUBES 


The guest may help himself, as 
each room, suite, and cottage is fur- 
nished with an appropriate ice bowl. 
Combined daily capacity of these ice 
machines is in excess of 40,000 cubes. 

Western Hills’ other refrigeration 
requirements are taken care of by a 
FlakIce machine and five York con- 
densing units of 1% to 2-hp. for the 
numerous large food storage areas, 
all of which were custom built to 
the hotel's specifications. 

Among the many modern devices 
found at Western Hills is the freezing 
of garbage, a method found to insure 
utmost sanitation. Garbage is im- 
mediately taken from the kitchen and 
frozen, then removed to a _ special 
walk-in type refrigeration room 


where it is stored until taken from | 


the premises. 

Four other walk-in refrigeration 
rooms, all provided with custom 
tailored York refrigeration doors, 
have been provided for storage of 
large quantities of food and beverage. 
One of these rooms, Stubbeman said, 
is “actually a ‘sharp freezer.’ Even 
the butcher shop is specially refriger- 
ated to maintain a standard low tem- 
perature. Other refrigeration facili- 
ties in the kitchen have also been 
designed to specification. 


ALL THIS, AND ICE CUBES, TOO 


Besides the self-service ice and 
“packaged” air conditioning through- 
out, other “firsts” are foam rubber 
furnishings and complete up-to-date 
provisions for maids and chauffeurs. 

A swimming pool equipped for 
water heating and a golf course are 
available free of charge to guests. 


_COOLMASTER 


by 


KRAMER 


The product cooler with 
an enviable record of 


LA TE CEN 
Write for Catalog R-225 


fine performance. 
Available in five sizes, 
ranging from 10,000 
to 60,000 BTU’s. 


THIS TABLE contains some of the best steaks 
in the state of Texas. Covered with ice 
fragr ents from a Flakice machine, the cus 
tomer selects his own steck and hos it 
prepared to his liking. A branding table 
nearby mokes it possible for the customer 
fo brand his steak “MR” for medium rare, 
“R” for rore, etc. 


A 5-way radio and tub and shower 
are in each room or suite. 
Stubbeman said that while the use 
of relatively small “packaged” air 
conditioning units may in itself not 
indicate any great trend toward scal- 
ing down large air conditioning sys- 
tems, it affords “ample evidence that 
the smaller, self-sealed circuit condi- 
tioners can be employed with maxi- 
mum economy, practicality and an 
almost limitless degree of flexibility 
in large installations where nearly 
200 tons of air conditioning are re- 


quired.” 


AIR CONDITIONING. 


High Velocity Air Distribution System, 


Will It Be the Design of the Future? 


CHICAGO. During the next 10 or 
15 years a notable change in the de- 
sign of air conditioning systems may 
take place, according to R. D. Tutt, 
chief engineer, Tuttle & Bailey, Inc., 
who predicted that the use of high 
pressure (ie.: high velocity) air dis- 
tribution systems will become in- 
creasingly popular 

Speaking at a meeting of the IIi- 
nois Chapter, American Society of 
Heating and Ventilating Engineers, 
earlier this year, Tutt said the basic 
difference between a conventional 
distribution system and a high pres- 
sure system is in the air velocities 
encountered. 

The chief interest in the newer 
system, he reported, is primarily eco- 
nomic and is centered on considera- 
tions of relative ductwork costs, the 
costs of furring ceilings, and in some 
cases, the possibilities of reducing 
building heights by the equivalent of 
one cr more floors (the space savings 
being accomplished by reductions in 
space requirements for ducts). 

Tutt, who was formerly chief engi- 


Made Better 


# 


to Serve Better 


neer, Allison Div.. General Motors 
Corp., and is currently a member of 
the ASHVE technical advisory com- 
mittee on air distribution, described 
various types of systems as follows 

Low velocity—-up to 2,500 f.p.m in 
mains and up to 1,500 fpm, in 
branches; medium pressure..up to 
4,000 f.p.m in mains and up to 2,500 
fpm in branches with a maximum 
static pressure of 3 in.; high pres- 
sure-up to 6,000 or 7,000 fpm in 
the mains and up to 3,000 or 4,000 
f.p.m, in the branches with a maxi- 
mum static preasure of 6 to 8 in 
of water 

It was also pointed out that duct 
sizes can also be reduced by increas- 
ing the temperature differences be- 
tween room air and supply air. A 
number of well known systems were 
mentioned and various types of air 
diffusers described 

Sounding a note of caution, he 
warned that high velocitics are not 
the answer to all air distribution 
systems and stated that each job 
should be an individual problem. 


Coit life is reduced by high op- 


erating temperatures. JE Solenoid Valves are 
designed with cool coils—operating far below 
the allowable temperature rise established by 
the Underwriters’ Laboratories. 


SOLENOID VALVES 


HAVE 5 MAJOR FEATURES 
OF DEPENDABILITY 


1 Tight Seating — No bubble tolerance 

2 Simplicity — Onty two moving parts 

3 Long Life — coo! coils 

4 Durability — All corrosion-resistant materiais 


5 Opening Pressure Differential — higher than 
most rs on the market. 


May we submit samples for your test and approval? 


ai 


Write today for details. 
 JACKES-EVANS MANUFACTURING COMPANY 


| 


4427 Geraldine Ave.. 6. 
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Commercial 


Sales 


1951 Tctals Reflect Government Restrictions 


PeRTROIT 3: G nment restr 
thin " " tajle’ naetruction of 
‘ ae ’ atru: 
’ wed he production ee 
truit'e ati j war ™ it Int 
tt mele ' t ereial refrig 
equipmint, dying 1051 
: es f inetallatior 
Ta f Buildcngy el afety Eng 
' Am (¢ its ee ee 
wMAT bw pod that 1,796 con 
’ ta tor vet. 1 reial 

i ‘ a were Fi od her dur 

x iv . 

Thia tota os Siena mewhat from 
tt 1082 unite tied mn 1950 and 
thie 2.086 which wery placed in opera 
thin during 1940 4 

é 


(OOD STORES SHOW BIGGEST 
DECLINE 


Most proneupeced pop in 1951 com 
pored with the pred oding year 
cred in food store ¢ietallationsa The 
mul nite installed 5 in foul stores 
dyring 1991 were (@@ooff the 007 units 
or 1000 This 6 just 20 more than the 
Mfference (ie) Deg ween the total 
ubit sales for (he twy> years in ques 
tom 

Other types of buyers auch as ree 
taurants and tavertme were also below 
their 1950 figures. Fhia probably is 
aeme reflection of thy growing unem 
pioyment in Det roig now officially 
recognized as due leigely to govern 
yient curbs on civilig: production 

There were paling r¥iatered in some 
ategories, however Sut these were 
hot enough to offee@ the decline in 
«thers Installations @. factories, for 
dxample, totaled @0 if 1951 compared 
vith nine the previiae year. Biggest 
himp waa in, huspfal inatallations 
with 228 unit inet % year compared 
with O8 in 1900 be 

(Tt may well be tiggt not all of the 
howpital jobs werd niwde during 1951 
A routine check by-city inspectors 
revealed numerous Systallations for 
whieh no permits hage been taken out 
through ignorance §F local require- 
ments, Thus the poeinite issued for 
these jobs last y ‘are ahould in some 
vases be credited © the previous 
year) 

‘Largest single elagy of buyer dur 
ing 1051, as on pre“gous years, was 
the food store A Bal of 801 units 
were installed in 4x9 different mar 
heta This compares with 997 units 


i rm 1 CRS 


with this control 


natalied in 613 


af 


markets the previous 


Becond place should probably be 
given to restaurants ‘in view of the 
sbove note regarding the hospital in 
stallations for 136 of these estab 
ishmentsa put in 162 unite in 1951 
The preceding year there were 149 
unite in 140 restaurants 

Taverna are next with 148 unite in 
120 establishments. The total unit in 
stallations are off about 25°, com 
pared with the 212 installed in 175 
taverns during 1050 

A complete analysia of where the 
commercial units were inatalled in 
Detroit during 1950 and 1951 is pre 
sented in one of the accompanying 
tables 

Other tables presented here permit 
a comparison of the installations by 
size of unite over the past four years 
1045 through 1951, sales according to 
month and also size for 1951. In addi- 
tion, another tabulation shows the 
units installed according to make for 
1949, 1950, and 1951, while a compari 
aon between commercial contractors 
is provided by still another table 


SALES BREAKDOWN ACCORDING 
TO SIZE OF UNIT 


The breakdown by size shows that 
in 1951 the four smallest sizes were 
about even and well ahead of the 
unita above the I-hp. size There were 
87 unite of ‘-hp. installed; 302 
‘hp. machines; 320 \-hp., and 325 
l-hp. units 

These figures for the four amallest 
sizes are much closer than in the pre- 
ceding year when, for example, the 
leader was the ‘y-hp. unit with 402, 
followed by the \-hp. with 369. In 
1945, however, the four sizes were 
fairly close in number 

Aa for the larger size machines in- 
stalled during 1951, the table shows 
150 1'y-hp. units, 130 2-hp., 124 3-hp., 
53 5-hp., and 57 units over 5-hp 

The latter group included 25 
T'y-hp. machines, seven 10's, six 15's, 
four 20's, five 25's, a single 30, three 
40's, four 50's, a 75, and a 100-hp 
compressor 

In number, the large size machines 
have varied little over the past three 
years, S58 having been installed in 
1949, 55 in 1950. and 57 last year 
There were 85 put in during 1948, 
however 

The detailed 


breakdown which 


How Contractors Shared 
1951 Installations 


Contractor No —% 

A 24 12.5 

B 91 5.1 

c ae 49 

b = 4.7 

gE 52 3.0 

b 51 2% 

G 51 2.9 

H 45 27 

I 42 2.3 

J 39 22 

K aa 2.1 

L 35 1.9 

M 33 18 

N 32 18 

o 31 17 

P 29 1.6 

Q 2s 18 

Rk 24 13 

s a4 1.3 

T 24 1.3 

u 23 1.3 

Vv 22 1.2 

Ww 22 12 

x 22 1.2 

Y 22 1.2 

Z 21 1.2 

AA 20 1.1 

BB 20 11 

ce 19 11 

DD 19 11 

EE 17 9 

FF 17 ” 

GG 17 o 

HH 16 ) 

It 16 4 

JJ 16 “4 

KK 15 . 

LL “4 7 

MM 13 7 

NN 12 7 

oOo 12 7 

PP 11 6 

QQ 10 6 

RR 10 6 

88 9 5 

TT ) 5 

UU 9 5 

VV 9 5 

ww 4 5 

XX ” * 

YY . 4 

ZZ 5 4 

9 installed 7 ea. 63 3.5 
7 installed 6 ea. 42 2.3 
6 installed 5 ea 30 1.7 
9 installed 4 ea. 36 20 
10 installed 3 ea. 30 4.7 
11 installed 2 ea. 22 1.2 
30 installed 1 ea 30 17 
Total is 1,796 100.0 


shows the installations both by size 
and by month reveals that Detroit's 
largest month for commercial instal- 
lations was in March. A total of 190 
machines were installed that month. 


~@ April and August are tied for second 


_ you can PREVENT | 
COMPRESSOR @ 


Low oil pressure sor slow pickup 
of oil pressure cat damage seals 
‘and bearings. And-this condition 


scan occur tO yay) cpressure-lubri- 


jeated compressgr. That's why com- 
*pressors weed the protection of the 
>PENN Series 275 

: Here's what! thts control does, 
If oil pressure doc. oot build up 
i420 Proper point wren compressor 


> starts or if “i. pressure drops 


wees, CU 
[ESI CETTE 
ir ALY | Ce 


too low during running cycle... 
the Series 275 stops compressor 
operation automatically, Then the 
fault can be corrected before dam- 
age occurs. 


Learn more about the Series 275 
... ask yvour wholesaler or write 
Penn Controls, inc., Goshen, 
indiana. Export Division: 13 E. 
40th Screet, New York 16, N. Y., 
U.S. A. In Canada: Penn Controls 
Limited, Toroato, Ontario, 


-* AUTOMATIC CONTROLS 


place with 172 units each. Next is 
June with 164, followed by May with 
157, November with 155, July with 
153, October with 144, and September 
with 142. January and February each 
had 121 installations while December, 
as usual, was the lowest month 
with 105 

Previously published data showed 
that biggest month for the preceding 
year of 1950 was May when 236 units 
were installed while January was sec- 
ond highest with 198. 

Presented in another table is the 
data comparing installations accord- 
ing to make of condensing unit for 
the past three years 

This showed that the leading make, 
ranked as “A,” was credited with 302 
of the 1,796 units installed during 
1951 while in second place was “B" 
with 245 units. “C" was third with 159. 

The leading makes reversed their 
positions of the preceding year when 
“B" was first with 411 and “A” sec- 
ond with 292. “C,” however, was in 
third place both years 

Few of the leaders made any gains 

(Concluded on next page) 


; 
— 


| 


T Poe tt 


Ge CHaEEE 


Where Kemote Commercial Machines Were 


Installed In Detroit In 1950 and 1951 


FP stablishment No. 


Advertising agency 
Amusement park 
Apartment house 


Banana storage 

Bank 

Beer store 

Blood bank 

Boat dock 2 
Bottling plant 

Bowling alley 3 
Brewery 


1 
10 
Bakery and bakery shop 29 
2 
1 
“4 


Cafeteria 
Candy manufacturing 3 
Caterer 1 
Club 16 
College 1 
Confectionery 16 
Convalescent home 2 
Dairy “4 
Dairy bar 21 
Dairy store 5 
Dance hall 1 
Delicatessen 3 
Department store ‘ 6 
Drug manufacturing 5 
Drugstore 5 
Drug wholesaler 2 
3 


— 


Egg storage 
Electroplating shop 
Factory “ 
Fish market 2 
Fish wholesaler 1 
Florist 23 
Food processing 3 
Food store -. 613 
Food wholesaler 18 
Frog market 1 
Fur vault 
Garage 

Golf club 
Greenhouse 
Hall 
Hospital 
Hotel 

Ice plant 

Ice rink 

Ice vendor 
Institution 
Jail 
Laboratory 
Meat packer 


~~ & Ow 


~~) 


Night club 

Office ee 
Poultry market 
Railroad depot 
Residence 

Restaurant 

Sanitarium aes 
Sausage manufacturing 
School 
Seminary 
Stadium 
Storage ’ 
Store (unspecified) 
Tobacco curing 
Tavern : 
Telephone exchange 
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Utility office : 
ee ee 


Veterans Memorial . 


Warehouse, cold storage . 
Winery 


Yeast warehouse 

YMCA 

WUE ‘cdeca<abssdaviardeborvaedsns 
Total 1,285 
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1951 
No. Units 
1 1 
5 7 
22 23 
1 1 
2 10 
17 21 
1 1 
1 1 
4 6 
3 3 
8 12 
3 . 
11 15 
ll 15 
11 14 
18 40 
7 18 
6 7 
15 21 
3 5 
1 1 
“4 40 
5 5 
1 1 
19 20 
3 4 
456 801 
10 17 
1 1 
1 1 
2 7 
1 1 
10 20 
68 228 
8 17 
2 2 
3 4 
1 2 
4 6 
5 ) 
1 1 
1 1 
14 16 
136 162 
3 5 
3 3 
1 2 
1 2 
13 13 
129 148 
16 16 
3 3 
1 1 
6 7 

1,123 1,796 


DRINKMASTER 


252 ICE CUBES—300 COLD (12 OZ.) BOTTLES 
All within easy reach thru three slide back doors. 


POWERED BY SERVEL SUPERMETIC 
WITH FIVE YEAR WARRANTY. 


4 ft. ig. 27” w. 38” High. Shipping wt. 400 Ibs. 
6 Ft. and 8 Ft. also available. 


“A CASE OF COOL JUDGMENT” 


Mid. by UNITED FRIGUATOR ENGRS, 


MENOMINEE, 
MICHIGAN. 


——— 


Oe eae I AS Ne Se kd A oe oP : ae. ae eye CMe ane, So ee | aa els 
tea ie eee ceaegeme Me Oe a 
paseke’ § VL: gy be ae aie Ata): ae oan, os ieee aa ES) pie a bug iar i: a ae. | een 
4 | 
~ i = tesirsetiaieeerieateammnme tial ieaatiiniraitiapataniatinamiammicasaaigetia ‘ 
: ‘ 
= a fe so g 4 
a —=— ‘——> nh + — —~¢- ; — — — . ; 
i Eee a is Nee ee eeee ney A07 
eecwwet es" 7 | , 
meee. A Fag Ea! | 
ee Th i 
: 
SS SL Se a | 
= : : 
eee 7 i 
iy 
Ss — (Units | 
: } 
11 
29 ; | 
2 & 
1 
19 f 
G 
; 
3 
J ji 
3 
po 1 $ 
Ps 
: : 
26 5, 
4 
20 
39 ’ . 
5 a 
a : | 
9 ’ 
10 
6 
22 
2 
- 
4 
2 
1 4 
25 
5 , 
997 
20 
1 
10 
98 
6 
1 
2 
7 
1 
1 
13 
Monastery ve 1 
eee i seum a easel ie 
a, > 5 ! 
f , =: 2 
a . ’ 
i _— 7 6 
¥ 
{ pe hehbas tak 2 
| f = . 1 
i * ; 189 
} | 1 
: t eZ, 5 
DAMAGE / el fee. 
¢ ca 4 
} ; re ree 2 
| I 212 
om ; . eee 3 
: 5 / 18 
: + 15 
_ om KD 1 
: : OV AB te | scabbmaia 53 
4 ‘ _y PC icicviiiel 25 
| <P . ee 1 
“ ¢ 4 a —3 ~ = : 
J - : 1 
" > ° ~ 
, r* 1,982 
: b , ope ae Stainless 
of ~~ Sry = teel 
ee a s 
; '? ji i 
oan ; - » J e . 
+ ne - = “Ss _ oe — ss 
‘ 7 : Po 
sf — oe ae t 
a — - 
} i . - * ‘ 
“| eC —_—- a = 
7 . a ee | 
Rey } . » a . =e » ! 
wa —_ - od _ A BSS 
a ; SSS 
te —— «a SSS 
x 1} 2 i = a 
“1 SS ee 
4 be es $n 
i FOR BEATING, REFRIGE 1Ay>OM, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
4 i . s 
» 3 * 
ee pa te hee eB ? Pa i ise tel eee . a. i ee | oe a te See 
Ul oge ame > oe ke Sa en ee Ry ee oe ee cee 2 ae So. ihe a). roe taal Saar e k oe ee = te, = eee 


A an a mea age 


—— 


AIR CONDITIONING & REFRIGERATION 


Detroit Commercial Sales 
Reflect Restrictions 


(Concluded from preceding page) 
of note during 1951 as compared with 
the year before. In fact, make “B” 
dropped considerably. A considerable 
gain over the past three years has 
been recorded by make “F.” however, 
which had eight units in 1949, 43 in 
1950, and 101 last year 

Other makes that have shown note- 
worthy increases percentagewise in- 
clude “K" whose three-year record 
is 22, 17, and 79, and “N” with 24, 
39, and 61 for 1949, 1950, and 1951, 
respectively. 

Another tabulation made on the 
basis of installation permits reveals 
how the various licensed contractors 
operating in Detroit shared in the 
1951 jobs. This shows that 134 con- 
tractors put in jobs last year, com- 
pared with 137 during 1950 

The leading firm (“A”), the table 
also shows, took a larger share this 
year than it did the year before. In 
1951, this firm installed 224 units, 
equal to 12.5% of the total units in- 
stalled. In the preceding year “A” put 
in 196 units for 9.8% of the total jobs. 

There was a greater spread, too, 
between the first and second place 
firms in 1951 than in 1950. Last year, 
the latest figures reveal, the second 
place contractor “B” installed 91 
units for 5.1% compared with 133 for 
6.6% in 1950. Firm “C” had a record 
of 88 units for 4.9% compared with 
118 units for 5.9% in 1950. 

As usual, few contractors did the 
bulk of the jobs. A check of the table 
will show, for example, that the top 
14 contractors, who represent 10.4% 
of those active in 1951, installed 
50.8% of all the units. 

This has been the case consistently 
through the years. In 1950 the top 14 
firms, representing 10.2% of the 137 
listed, handled 51.4% of the units in- 
stalled 

And at the other end of the con- 
tractor list are 73 firms who repre- 
sent 55% of those active in 1951. 
Their combined installations totaled 
only 10.6% of all the units put in 
during the year. These figures are 
almost identical with 1950 when 55% 


IDEAL cooter corporation 
2953 EASTON AVE «+ ST LOUIS 6 MO 


CONDENSERS 


Fan or gravity types... fin 
and tube brazed . . . plate type 
crimped ...clean... tight... 
standard or special to fit your 
needs exactly. 


WRITE FOR DETALS 


RUDY Manufacturing Co. 


> Specialists in 7 
DOWAGIAC, MICHIGAN 


SLICES of the commercio!l refrigeration ‘pie 


put in 11.7% of the total units. 

These 73 firms include seven who 
installed six units each, six who in- 
stalled five units apiece, nine with 
four each, 10 with three each, 11 with 
two each, and 30 who put in one unit 
each. 


Sales for Past 4 Years 
Compared by Size 


7 een 
SizeInHp. 148 1898 1950 1951 
My 388 353 295 7 
My 395 388 402 302 
M 384 423 369 320 
1 352 407 343 323 
1% 166 205 184 180 
2 90 126 167 130 
3 80 87 127 124 
5 a7 39 40 53 
Over 5 8&5 58 55 57 
Total 1987 2,086 1,982 1,796 


Installations by Make 
For Past 3 Years 


| *Included in “Others.” 


| Grosses Seo Crenen Seeds 
‘Sale Doubling In 5 Years 


CHICAGO—More than half the 
independent retail food stores reply- 
ing to a survey conducted by 
| the National Association of Retail 
| Grocers expected to at least double 
their sales of frozen foods during the 
| next five years. 

Some 36.1% of the 859 grocers 
participating in the survey said that 
they would at least triple their frozen 
foods sales during that period. 

| The survey also revealed that the 
grocers had an average of 14.6 lin. 
ft. of frozen food cases in their stores. 


1951 ——Sales— 
Rank 199 «= 1950 —Ss«19551 
A 378 292 302 
B 362 411 245 
Cc 196 152 159 
D 225 128 119 
E 102 130 109 
F a 43 101 
G 132 115 93 
H 128 116 92 | 
I 128 139 87 
J 141 125 80 
K 22 17 79 
L 45 60 72 
M 50 48 62 
N 24 39 61 
oO * * 20 
P . 4 17 
Q ~ 11 13 
R ° 23 13 
Ss 24 17 12 
7 24 16 11 
U 20 24 “ 
Vv 16 21 in) 
Ww > . 7 
Others 50 51 24 
Total 2,086 1,982 1,796 


P of units in Detroit 


during 1951 varied greotly in size from contractor to contractor 


ibid Celis 
West Memphis Firm 


WEST MEMPHIS, Ark. —- George 
Craddock, air conditioning firm 
owner of Memphis, Tenn., has pur- 
chased the Bernard High Sales here 
and has changed its name to the 
George Craddock Co., it was an- 
nounced recently 
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1951 Remote Commercial Installations by Size by Month 


Month ‘y-hp. ‘y M 1 

January 18 7 20 21 
February 10 as a 23 
March a8 31 37 23 
April 45 18 25 pA} 
May 38 6 a4 2 
June 63 21 31 3 
July 15 20 15 1 
August 29 a4 4s RY) 
September 33 22 13 38 
October 17 AS) 25 %6 
November 15 30 21 pay 
December 6 17 2s 20 
Total 337 soe S20 323 


Over 

i% 2 3 5 S Tetal 
i“ 6 6 2 7 121 
9 a ‘4 1 121 

% a 13 4 7 190 
lu vw 18 5 12 172 
18 12 il 5 4 157 
5 Ss s 2 2 1s 
19 16 25 7 5 153 
15 6 10 8 4 172 
16 12 3 2 2 42 
10 6 a 3 1“ 
12 ll 10 21 ti 155 
12 w 12 1 105 
1se ise im ss byt 1,786 


*Includes 25 7‘s-hp. machines, seven 10's, six 15's, four 20's, five 26's, a 30, 
three 40's, four 50's, one 75, and one 100-hp. unit. 


COLD PLATES 
IN FREEZER 
HELP FISH 

RETAIN 
MOISTURE 


fe 


NEW YORK CITY--When 8. Win- 
cher Hansen, authority on refrigera- 
tion problems in the fish industry, 
planned a 300,000-lb. capacity freez- 
er on the top floor of the Rupert 
Fish Co. building here, he selected 
cold plates rather than blowers to 
hold the temperature at 0° F 

He explained that he selected Dean 
cold plates because the cold plates 
take away very little moisture from 


| rouKELVINATI 


THE SHOWCASE FRONT 


the fish stored in the room. They 
can also be thermostatically con- 
trolied to maintain the 0° F. tem- 


perature within a plus or minus vari- 
ation of 2° 

The 300,000-lb. capacity freezer is 
additional to the company's old freez- 
er located on the ground floor of the 
building. This freezer is divided in 
half with one part used as a cooler 
and holding room 


MERCHANDISER! 


One man said he had 125 ft. Stores | 


with annual volumes of $1,000,000 or 
mere averaged 43.5 ft. of case. Stores 
| doing an annual volume of less than 
| $100,000 averaged 10.5 ft. of case. 
Of those reporting, 98.8% of the 
| stores handled frozen foods. Over-all, 
| frozen foods accounted for 542% of 
store volume. In 62% of the stores, 
frozen food volume was higher, 
than 6%. 
Only 5.5% of the retailers main- 
| tained lockers. 


9 CU. FT. MODEL 


Kchinator 


NAME...... 
Fill out coupon—Plan now to | 
get into the profitable fro- | STREST ADDRESS 
zen food cabinet business. 
B- MPinniiigchitieied 
Division of Nash-Kel Corporation, Detroit 32, Michigan 


Seave Yoursetr 


ALSO AVAILABLE IN THE 


GREAT NEW 
KELVINATOR 
EXCLUSIVE! 


oa) 
‘ s 
, 


@ Showcase front is designed to brilliantly 


display frozenfood(empty)cartons! 


@ Reflecting back panel of showcase front 
gives “see through” illusion of looking 


directly into the cabinet! 


@ Clear visibility at a// times with Kelvin- 
ator’s EXCLUSIVE Showcase front—No POO- 
GING—NO FROSTING OF GLASS! Better lighting! 


@ Showcase front is optional . . 


. order 


cabinets with or without front .. . or order 


fronts separately, as accessory! 


@ Lower IntTIAL Cost—all the benefits of 
glass front cabinets at a fraction of the addi- 


tional glass front cost! 
g 


@ LOWER OPERATING CosT—because front 


of cabinet is fully insulated! 


@ Model KM-12, illustrated, holds more 


than 400 average 12 oz. 
54"; Width: 30%"; Height: 534". 


packages. Length: 


i ———----... 


Kelvinator Commercial, Nash-Kelvinator Corporation 
14250 Plymouth Road, Detron 32, Michigan 


Gentlemen: Please send me complete pricing and financing information on Kelvin- 
ator Frozen Food Merchandisers without cost or obligation. 


Dept. AC-4 


© Have representative call OD Send literature 


STATE... 
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Pa, : ¢ AIR CONDITIONING & REFRIGERATION NEWS, 


Doing Business with the Air Force 


Reguigtion No. 91-8 Sets Up Specifications for Equipment 
As Well as Type of System Allowable for Location, Occupancy 


2 . 
Kditor'a Mot, In last week's News the first instalment of 


the artich Deitis Business with the Air Force’ 


K pointed out for 

coptractors thut Aur Force bases use a great amount of refrigera 

tion and aly co mesioning and gave suggestions as to how contrac 
* 

tors might go alzut 
jin their locality t 

: : . 

To give conpactors an idea of what the Air Force expects 


establishing contacts with the base or bases 


‘from them and Sne equipment and systems installed, the News 


a 


. 
: 
publishing here qxcerpts from Air Force Regulation No. 91-8 as 
. 
revised last Neve 


aber. These excerpts are devoted principally to 


aly conditioning. ® 
~ © 
¢ ity €. Dale Mericle 
* 
4. Jbefinition« ‘ to or from any space 
s Ar Condity nid The process 5. Bystem: 
sing @ he * absorption re a Allowable Type The allowable 
frgeration sywes vied equipment type of system for various kinds of 
* contre for tx simultaneous occupancy is shown in the following 
nt j { temy ru ire humidity chart {see columns 4 and 5) 
and air purity meots-@, and distribu 
tion . b Weather Zone Demgnatwna in 
. ’ determining the allowable type of 
{b, Bvaporatve | Coorg The pro system for a particular occupancy at 
rae involving an adgbetic exchange any Air Force installation, the 
f Beat Betwren: s 4 and a wetted weather zone applicable for that Air 
cirtnce wueres nue wy be tom Force installation will be determined 
parature of the air fj reduced while from the information contained in 
ihe. wel See len ist ae Hes Attachment 1. This weather zone will 
ccmatant } then be used to determine the allow 
« Mechanwal Von potion The pro ible type of aystem ‘see the chart 
(ome of supplying . rer ng un in a above) for the particular occu 


al means pancy under consideration 


KOCH 


gives you 


$ 


+ * 
something to 


eo” 


‘ % dA 


~4 


BV <tens 


Theg's more than sheet metal, insulation, and 
screws in ® KOCH refrigerator. There's refrigeration 
know-4ow, engineering, and design. For nearly 

70 years KOCH has been a top name in commercial 
refrigeration, and KOCH continues to stay on top, 
yearjafter year. That's because the KOCH line 

af reacé in refrigerators is correctly designed for 
profitable: use, for reliable and constant operation, 
‘tor dppendable service. Investigate the unique 
sales features of KOCH refrigerators. They're 

really spmething to sell about. You'd better write 
today for ,information and the complete proposition. 


« 


The 65-cuyr ft. KOCH self-contained model above, the 
companion*®42-cu. ft. model, and the 45 and 70 cu. ft. 
remote-typa cabinets are ALL PORCELAIN inside and out. 
Many optiens are available, including stainless steel ex- 
terlors and™giass doors. In addition, there is a 25-cu. ft. 
self contuin i mode! with forced convection system or 
ice-maker i“ This series is fully lined with stainless steel. 


KOC: 


refrigerators, inc. 
NORTH KANSAS CITY 16, MO 


Section H 
Design and Installation of 
Air Conditioning Systems 


15. General: 

All machinery, materials, and 
equipment will be of the required 
quality used in good commercial 
practice. All machinery, materials, 
and equipment and the installation 
thereof will conform to 

a Standards established in the pub- 
lication of the Air Conditioning and 
Refrigerating Machinery Association, 
Inc., entitled “Equipment Standards.” 

b. The codes and standards of the 
American Society of Refrigerating 
Engineers 

c. Applicable Federal and/or mili- 
tary specifications 

16. Design Conditions: 

A space condition of SO” dry bulb 
temperature and 45 to 50% relative 
humidity is recommended for com- 
fort although standard design con- 
ditions may deviate in certain areas 
In tropical or very hot regions, sys- 
tem designs are generally based on 
a peak-load outdoor-indoor tempera- 
ture difference of 15 to 20° F. The 
inside design conditions selected will 
be those conditions which have proved 
most successful in previous air con- 
ditioning installations. Design con 
ditions for other than comfort are 
generally determined by the process 


@ or work being performed and will 


be maintained within the limits spe- 
cifled by the using service 


17. Application: 


Designs will be based on the cen- 
tral station-type of system, using 
the minimum number of pieces of 
equipment feasible. A packaged air 
conditioning unit will be regarded as 
a factory-assembled central station 
However, a multiplicity of packaged 
air conditioning units will not be used 
to condition a single area or a group 
of adjacent areas within a single 
building. Adequate provisions will be 
made for correct air distribution 
whenever packaged air conditioning 
units are used. Consideration will be 
given to existing sources of power in 
determining the type of refrigeration 
equipment to be used 

18. Conditioned Areas: 

Structural and other modifica- 
tions will be made to the conditioned 
area that will result in economical 
air conditioning with respect to both 
initial investment and operating 
cost. Consideration should be given 
to building orientation, infiltration, 
shading devices, reduction of ex- 
posed glass areas, use of Thermopane, 
removal of heat-generating equip- 
ment from conditioned areas, hood- 
ing of heat-generating equipment in 
conditioned areas, insulation of the 
building, roof sprays, ventilation of 
attic spaces, and vapor barriers for 
process applications where precise 
humidity control is vital 

Buildings and Areas 

Auditoriums, theaters, and chapels 

Classrooms, general offices, recrea- 

tion rooms, and clinics 

Control centers and hospital wards 

Heavy smoking areas 

Operating rooms 

19. Ducts: 

a. Fabrication. Ducts will be fab- 
ricated of galvanized steel sheets or 
aluminum alloys 2S or 3S half-hard 
stock in accordance with the recom- 
mendations set forth in the latest 
edition of the American Society of 
Heating and Ventilating Engineers 


APRIL 28, 1952 


ibid Rein 6 inen Gaal 


Arid Tropic Temperate Arctic 
Facilities Zene Zone Lone Zone 
Medical 
Surgeries, equipment sterilization rooms, 
patients’ preparation rooms, labor 
rooms, delivery rooms, and nurseries AC AC AC Ac’ 
Recovery and critically ill patient rooms, 
and all specialized treatment wards.. AC Ac AC AC 
All other wards Ec’ AC Mv: MV 
Dental, eye, ear, nose and throat, fight 
surgeon, and specialized treatment 
clinics, including clinical and allied 
laboratories AC Ac AC AC 
All other clinics, infirmaries, dispensaries, 
counseling rooms, and patient examina- 
ee MEN gc vhdadensvdscckihcdeces EC AC AC MV 
Mess halls for patients and duty 
TD oi in kbc ds nandabdidaeal endian’ EC MV MV MV 
Patients’ recreation rooms, uhanstek: and 
post exchanges, when part of hospital EC AC AC MV 
Medica! administration building EC MV MV MV 
Miscellaneous 
Where essential to control temperature 
and or humidity: AC AC AC AC 
a. For product processing and/or 
equipment operation. 
b. To assure accuracy of fine ma- 
chine work. 
ec. In manufacturing, inspecting, adjust- 
ing, repairing, and storing preci- 
sion instruments, photographic 
nad/or optical elements. 
Celestial navigation trainer and link 
trainer spaces, instrument trainer 
buildings, low-pressure chambers, night 
vision training rooms, and spaces 
housing synthetic training devices 
which require controlled er 
conditions ; AC AC AC AC 
Aircraft traffic control towers ........ AC AC AC MV 
Flight control centers, including plotting 
and weather forecast rooms AC AC AC MV 
Underground installations AC AC AC AC 
Photographic laboratories and sapaliet 
tion equipment spaces. Limited to re- 
quirements for processing and storage 
of materials AC AC AC AC 
Classrooms EC MV MV MV 
Theaters of permanent construction AC AC AC MV 
Other theaters, auditoriums, and chapels EC AC MV MV 
Automatic telephone switchboard rooms 
(limited to space actually housing auto- 
matic equipment). Manually operated 
telephone and switchboard rooms AC AC AC MV 
Laundries and bakeries MV MV MV MV 
Barracks and quarters EC MV MV MV 
Administration buildings EC MV MV MV 
Mess halls i EC MV MV MV 
Special process spaces nadine a quate 
degree of ventilation than can be pro- 
vided by gravity methods because of 
dust, fumes, gases, or vapors injurious 
to the health of personnel ...... MV MV MV MV 
Kitchen ranges, deep-fat fryers, and 
dishwashing spaces MV MV MV MV 
*AC— Air Conditioning *EC- Evaporative Cooling tMV—Mechanical ventilation. 


Guide. Where feasible, non-critical 
material will be substituted. Supply 
systems will be designed by the 
static regain and/or equal friction 
method while return and exhaust 
systems will be designed by the 
equal friction method. Particular at- 
tention should be given to air veloci- 
ties, elbow design, damper design 
and location, and fan connection and 
outlet approach connections 


b. Velocities. Noise considerations 
normally limit duct velocities and for 
most applications the velocities will 
be limited to 1,500 f.p.m. in main sup- 
ply ducts and 1,200 f.p.m. in supply 
risers, supply branches, and return 
ducts. Duct velocities will be limited 
to 1,000 f.p.m. for all systems re- 
quiring an unusually low noise level 
and the ducts will be lined on the 
inside with acoustical material (fire 
retardent, odorless, and  vermin- 
proof) when required. Flexible con- 
nections, heavy canvas, or asbestos 
cloth will be installed between each 
air-handling unit and the connecting 


ducts. Dampers will be installed to 
proportion, regulate, and balance air 
flow throughout the duct system. 


c. Fittings. All duct fittings will be 
designed to give a smooth, even air 
flow with a minimum of turbulence. 
Variations in duct dimensions to fit 
available space will be permitted 
provided the cross-section area is not 
reduced. Supply and return-air ducts 
outside of the conditioned area will 
be insulated with non-combustible in- 
sulating material. All ducts will be 
adequately braced and supported to 
eliminate vibration. 

20. Outside Air: 

a. Standards. Outside air will be 
introduced directly into the air-han- 
dling unit and will pass through 
filters before passing through the 
cooling coils. The amount of outside 
air introduced is governed almost en- 
tirely by such sources of contamina- 
tion as body odors, cooking odors, 
and tobacco smoke. The following 

(Continued on next page) 
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Ranco controls give de 


pendable satisfaction to 


customers and servicemen alike. That's why there 
are over 35,000,000 Ranco controls in use 
throughout the world. . 
other make! Insist on Ranco controls, available for 
more than 4,000 replacement installations. 
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Air Force Specifications -- 


(Continued from preceding page) 
standards are recommended for gen- 
eral application 

Amount of Outside Air 

5 to 7% c.f.m. for each person 

10 to 15 c.f.m. for each person 

15 to 20 c.f.m. for each person 

30 cf.m. for each person 

100% 

b. Sizing. The outside air duct 
should be sized to handle 100% out- 
side air so that cooling can be ac- 
complished with all outside air dur- 
ing intermediate seasons. A damper 
will be provided in the outside air 
duct to regulate the quantity of out- 
side air introduced. Sufficient cooling 
capacity must be provided to remove 
transmission, solar, and_ interna! 
heat gains and reduce the outside air 
volume from the outside design con- 
ditions to the inside design condi- 
tions. Outside air intake openings 
will be sized for 700 f.p.m. maxi- 
mum velocity based on the free area 
of the opening. The openings will be 
covered with ‘,-in. hardware cloti 
and also will be equipped with rain- 
proof louvers, when required 

21. Return Air: 

All the return air will pass 
through filters before reaching the 
cooling coils. Whenever feasible, the 
system should be designed to use 
the same filter bank for both fresh 
and return air. Corridors should be 
used to the maximum practicable 
extent to reduce return air ductwork 
The average room air velocity near 
the return openings should not ex- 
ceed 35 f.p.m. within the occupied 
zone. Return air will not be drawn 
from hot or contaminated locations 
(kitchens, toilets, storage battery 
areas, and so forth). 


22. Exhaust Air: 


Exhaust outlets will be provided 
to permit the free flow, from the 
conditioned area, of a volume of air 
approximately equal to 80% of the 
fresh air introduced into the system. 
Power exhaust fans will be used 
whenever the exhaust air volume 
exceeds 1,500 c.f.m. The exhaust will 
be drawn from hot or contaminated 
locations ‘kitchens, battery storage 
areas, toilets, and so forth) when- 
ever feasible. Consideration will also 
be given to using the exhaust air for 
ventilating the machine room or as 
supply air for evaporative condens- 
ers or cooling towers. The average 
room air velocity near the exhaust 
openings should not exceed 35 f.p.m. 
within the occupied zone. 


23. Filters: 

The air velocity through standard 
dry or viscous type filters will not 
exceed 300 f.p.m. based on the gross 
area of the filter (normal capacity 
of a 20 by 20-in. filter is 800 c.f.m.). 
Higher velocities may be used for 
premium “high velocity” filters pro- 
vided that the filter efficiency at the 
proposed operating condition is equal 
to the efficiency of a standard filter 
at 300 f.p.m., and the clean resistance 
does not exceed 0.15 in. water gauge. 
Electrostatic filters may be used 
when the conditioned area is required 
to be devoid of as much smoke, 
pollen, and dust particles as possible. 
A filter will not be used at a velocity 
in excess of that recommended by 
the manufacturer. 

24. Supply Outlets: 

Supply outlets will be selected, in 
accordance with the manufacturer's 
recommendations, for the cubic feet 
per minute required by the area to 
be covered and for an operating 
static pressure approximately the 
same for all outlets. Sidewall outlets 
will be of the adjustable double de- 
flection type. Outlet velocities will 
not be excessive for the noise level 
of the particular application and will 
conform to the manufacturer’s rec- 
ommendations for the space usage. 
Dampers, curved deflectors, or ex- 
tension collars with straightening 
vanes will be installed at each outlet 
to obtain proper distribution of air 
from the outlets. The air distribu- 


tion system will be installed and ad- 
justed to distribute air throughout 
the conditioned areas without drafts 
‘an air velocity greater than 35 
f.p.m., five feet from the floor, will be 
considered excessive) 

25. Return Grilles: 

Return grilles or \-in. wire mesh 
screen will be used for return open- 
ings. Standard or high velocity filters 
may be used as return grilles under 
unusual conditions or for fire pro- 
tective purposes. Grilles, in general, 
will have fixed horizontal vanes «1 
be of the plain lattice-stamped metal 
type. Doors should be undercut or 
the door panels fitted with louvers 
or wire mesh whenever a door open- 
ing is used for a return air path 
Returns should not be placed close 
to an out-of-doors opening nor in a 
location such that by-passing of 
supply air may occur. The following 


return air velocities are recom- 
mended : 
Velocity 
Over Free 
Area Feet 
Intake Location Each Min. 
Above occupied zone 600 
Occupied zone—-near seats 400 
Occupied zone——-not near seats 600 
Door or wall louvers 600 
Undercut door 500 
Standard filter 300 
High velocity filter 500 


26. Safety Controls: 

The system and all machinery and 
equipment will be equipped with 
safety and protective devices in ac- 
cordance with the various codes and 
standards specified in the latest edi- 
tion the publication 
Standards,” referred to in paragraph 
15, and also as required by the 
American Society of Refrigerating 
Engineers. Fire protective devices 
will conform to the requirements of 
the National Board of Fire Under- 
writers. 


27. Capacity Control: 

Capacity control allows the equip- 
ment to match fluctuating load con- 
ditions and thereby reduces short- 
cycling during periods of light load 
Systems larger than 15 tons will 
have at least two capacity steps. 
Systems from 50 to 100 tons will 
have at least three capacity steps. 
Systems larger than 100 tons will 
have at least four capacity steps. At 
least two steps capacity control 
should be provided, whenever feasi- 
ble, for systems from 10 to 15 tons. 
Capacity steps may be provided by 
capacity reduction and/or multiple 
refrigeration units. 


28. Operating Controls: 
Controls will be simple in design 


and arranged to maintain design con- 
ditions in the conditioned areas. The 


automatic by-pass system may be | 


used where close humidity control is 
not required. The reheat system will 
be used whenever the by-pass sys- 
tem will not provide sufficient de 
humidification during periods of low 
outside dry bulb and high outside 
wet bulb. Circulating fans will op- 
erate continuously. The essentials of 
the systems are: 


a. Automatic By-Pass System: 


(1) Return air by-pass around 
cooling coil. 

(2) Cooling coil face and by- 
pass dampers linked together 
so that one closes as the other 
opens. Dampers to be operated 
by a modulating control motor 

(3) Modulating thermostat in 
return air stream or in con- 
ditioned area arranged to open 
face dampers and to close by- 
pass dampers as temperature 
rises. 

(4) Liquid refrigerant valve in- 
terlocked with damper motor 
to stop flow of refrigerant to 
cooling coil when face damp- 
ers are closed and by-pass 
dampers are opened. 

(5) Suction pressure controller 
or a temperature controller in 


my 
rebuilding service 


WANTED 


by large eastern 
sealed unit plant— 


the refrigerant line controlling 
operation of the refrigeration 
equipment. 

b. Reheat System: 

(1) Reheat coil located down- 
stream from the cooling coil 
Condenser discharge 
whenever possible. Hot gas, 


acceptable reheating mediums. 
(2) Thermostat and humidistat 


“Equipment @ 


(3) Modulating control vaive 
and thermostat for reheat coil 
to return the dry bulb tem- 
perature to within two degrees 
of the inside design tempera- fined to summer operation 
ture when subcooling results 
from operation by humidistat 29. Installation: 

(4) Thermostats and humidistats a 
located in the return air 
stream or the conditioned area 


nized with refrigeration equip- 
ment operation. Pressure con- 
trol will be provided when the 
equipment usage is not con- 


Location. The air conditioning 
machinery will be located outside of 
the conditioned area whenever possi- 
The face of the return air bie. This machinery will be mounted 
grille is usually a good loca- on a suitable base or foundation to 
tion permit operation without exceasive 
(5) Suction pressure controlled Vibration and to provide ample work- 
or a temperature controller in '& 4rea for servicing. Compressors 
the refrigerant line controlling Will be provided with vibration isola 
operation of the refrigeration ‘ors and/or flexible pipe fittings on 
equipment discharge and suction lines where re- 
c. Variations. Variations will be quired to reduce vibrations. Refri;- 
permitted in the means of accom- erant piping and the use of acces 
plishing the control essentials out- sories such as oi] separators, muf- 
lined in b above if the conditions of fiers, and heat exchangers will con- 
paragraph 31 can be met. For ex- form to recognized commercial 
ample, referring to the reheat system standards and practices. Sufficient 
in b above. the reheat coil oouba be excess water and/or water treatment 
under the control of the humidistat will be provided for cooling towers 
so that whenever the humidistat and evaporative condensers whenever 
called for refrigeration equipment required to inhibit algae growth or 
operation, the reheat coil would also limit the deposit of solids 
operate (under full or modulating 
control). If the thermostat calls for 
cooling while the refrigeration equip- magnetic starters. Installation of air 
ment is under humidistat control, the conditioning systems should include 
thermostat would take control of the all necessary plumbing and electri- 
refrigeration equipment away from cal connections and all labor neces- 
the humidistat and the reheat coil sary to start, test, and adjust the en- 
would be shut off. Typical control tire air conditioning system. All cut- 
layouts are shown in figures 1, 2, 3, ting patching, and painting required 
4, and 5. Regardless of the control for the installation of the air condi- 


b. General. Electric motors of \ 
hp. and above will be provided with 


system used, the following will tioning system and the restoration of 

apply: the building will be accomplished as 

(1) Condensers discharging ® part of the installation unless 
water to drains will be fitted Otherwise specified. 

with an automatic water regu- ce, Operating Instructions. Operat- 

lating valve ing instructions containing the fol- 


(2) Evaporative condensers and 
cooling towers will be synchro- 


lowing information will be provided 


water | 
used as the reheating medium — 


steam, or electricity are other 


SIMPLE! FOOL-PROOF! 
EASILY INSTALLED! 


Larkin has the answer to automatic defrosting of 
low-temperature cooling units. It is the Frost-o- 
Trol Hot Gas Defroster . . . hailed by hundreds of 
users as the greatest advance in commercial and 
industrial refrigeration since Larkin originated the 
cross-fin coil! 

At last, here is a hot gas defroster that really 
works. Simple in operation. Easily, quickly and in- 
expensively installed. No expensive maintenance. 

Now users of low-temperature cooling units 
can enjoy the advantages of automatic defrosting 
even under the most adverse conditions. 

Check these outstanding advantages: 

@ Minimum temperature rise during defrosting 

@ Adjustable defrosting time 

» No excess heat or moisture load 

e Lower operating costs 

e@ Higher efficiency of cooling unit 

Heat applied throughout entire coil 

@ Melts icing from inside out 

© Simple, low-cost installation 

@ Electric heater plate in drip pon assures positive 
drainage of melting ice and water—prevents clog- 
ging and spill-over 


See your wholesaler for full information and prices 
on Larkin Low-Temperature Humi-Temp units 
with Frost-o-Trol Automatic Hot Gas Defroster. 


ANOTHER LARKIN SUCCESS 


ACCLAIMED BY WHOLESALERS, DEALERS AND USERS 


. FROST-0-FROL 


23 
(1) Electrical wiring diagram 
(2) Piping diagram. 
(3) Sequence of operation of all 
controls 


(4) Directions for 
emergencies 
3%. Acceptance Test: 
After the plant has been installed 


action in 


and the contractor claims that all 
work required by the plans and spe- 
cifications is complete, the plant will 
be given an operating test of not 
leas than 24 hours duration to demon- 
strate to the satisfaction of the con- 
tracting officer that all parts are 
functioning properly and that the 
plant is capabie of producing the re 
quired conditions set forth under the 
system guarantee 
the plant will be operated entirely on 
automatic control, and periodic read- 
ings of the wet and dry bulb tem- 
peratures 
space will be 
bulb temperatures will be obtained 
by means of a sling psychrometer 
and/or a recording thermometer-hy- 
grometer and will be taken at vari 
ous locations within the conditioned 
space. This test should be made with 
the outside 
midity conditions and the internal 
heat load as near design conditions 
as practicable 


During this teat 


within the conditioned 


made. Wet and dry 


temperature and hu- 


31. System Guarantee: 


Each bid or contract for air con- 


ditioning will contain a clause stipu 
lating a system guarantee 


a. Comfort Applications. The fol 


lowing clause may be used in com- 
fort applications 
ing system will be guaranteed to be 
capable of maintaining under teat, 
at full or partial loads, a dry bulb 


“The air condition- 


(Concluded on next page) 
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wired to open liquid refriger- 
ant valve or to start refrigera- | 
tion equipment whenever tem- 
ture or humidity is high. 
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Oil congeals quickly in low tem- 
perature coils, cutting down heat 
transfer and boosting operating 
time, Because of this common dit- 
ficulty it is frequently impossible 
to reach desired temperatures. A 
Temprite Oil Separator overcomes 
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TEMPRITE PRODUCTS Corp 


PO Box 72A, fox Méple Oa 
Biurminghem, Michigan * 


Please send me complete detail on your Temprite Ol! Seperators. 


em 


Products Corp. 


with a TEMPRITE il separator 


this problem and permits the re- 
frigerant to boil at its true boiling 
point. Temperatures from 4 to 7 
degrees lower are easily reached 
at no increase in operating time. 


Write now for full particulars. 


NAME : 
TLOMPANY = —— 
ADORESS ~: — eoctore, 


* pity STATE 


s of and cabinet type 


rite 


f . Box 72-A, E. Maple Rd. 
Birmingham Michigon 


4 be 


The motor will operate a face and by-pass damper around the reheat coil if reheat is hot 
s. The motor will operate a moduiloting, single sected valve in the supply line to the 
coil if reheat is steam. 

8B. If reheat is electrical, the motor will be 
(moximum—3) to bring on strip heaters in sequence. 


d by pnevmatic-electric relay 
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industrie! weter coolers, carb 


beer coolers, sodo fountain coolers, temperoture control 
valves, oi! seporotors, equalizer tanks, heat exchangers, Sas 
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What's New 


When requesting further information on new 
products, please use “Information Center” form. 


Westinghouse Redesigns 10-Hp. ‘Unitaire’ Model 


a 
KEY NO. B-440—— 
BOSTON Substantial savings 


over previous models have been made 
possible by the design of a new 
10-hp., self-contained “Unitaire” air 
conditioner, the MU-101, now avail- 
able from Westinghouse Electric 
Corp.'s Air Conditioning Div., the 


Gibson To Concentrate on 
34-Hp. Room Cooler 


KEY NO. 8-441 


GIBSON WINDOW.TYPE UNIT in welded 

steel cabinet, finished in Boffin beige, pro- 

vides 6-way cooling for rooms up to 400 

sq. ft. Two cooler vents in top of cabinet 

diffuse cir upward. Unit also filters and 
dehumidifies. 


company has recently announced. 

Two 12-in. double inlet fans nomi- 
nally deliver 4,000 c.f.m. The fan 
section, which can be mounted either 
on top of the cooling section or at the 
side, can be rotated to give six dif- 
ferent discharge arrangements when 
it is top-mounted. 


When the fan section is mounted at 
the side, five additional arrangements 
become available, permitting adapta- 
tion of this unit to any type installa- 
tion, according to the Westinghouse 
organization. 

The gray-finished cabinet, which is 
thermal and sound insulated with 
glass fibre and aluminum foil, is 
91 in. high when top mounted, and 
61 in. by 32 in. at the base, making 
it ideal for fitting into recesses to 
save floor space, the company said. 
In its side-mounted arrangement it 
is 62 in. high. 

This 10-hp., self-contained unit is 
designed for conditioning offices, mar- 
kets, stores, manufacturing areas, or 
other applications that call for de- 
pendable, economical air condition- 
ing, according to the company. 

Adaptability is provided by ac- 
cessory heating coils, and unit control 
is provided by a contro} board with 
a selector switch and thermostat ad- 
justing knobs. 

Other accessories include inlet and 
discharge air grilles, filters, a water 
regulating valve, and a discharge 
plenum chamber. 


—————— 
———— 


Eniormation 


For 


current 


promptly. 


450 W. FORT ST. 


more information on What's 
literature and catalogs available. equipment 
advertised in Arm Conpiriontnc & RerricerRation News 
use Key Numbers where designated or specify products 
advertised and we'll see that you receive this information 


What's New or Current Literature Available 


Products Advertised 


(list name, page, and issue date) 


MAIL THIS FORM TO 


Am Conpirioninc & REFRIGERATION News 
Reader Service Dept., 


New products, 


DETROIT 26, MICHIGAN 


ye 


=. 
‘el 


KEY NO. B-442 


CHICAGO..A new tool for flaring 
soft copper, steel, aluminum, and 
brass tubing, which automatically 


burnishes the face of the flare after 
it has been formed, was announced 
recently by The Imperial Brass Mfg. 
Co. here. 

Listed as the “No. 500-F Rol-Air 
Flaring Tool,” the device will make 


45° flares on %,-in., \-in., %e-in., 
‘%-in., ‘g-in.,, and \-in. O.D. tubing 
for standard SA.E. flared fitting 
joints. 


“The automatic burnishing action 
is provided,” the company explained, 
“through the use of a lost motion 
mechanism in the yoke which dis- 
engages the feed during the first 
revolution when backing off the 
cone. This causes the cone to burnish 
the flare, giving it a highly polished 
finish. The cone is made of hardened 
steel and is of a unique multi-faced 
type, with tool chrome finish. 

The steel flaring bar is of the slid- 
ing segment type and has a single 
screw at the end with rod handle 
for leverage 


25 


Bolly Open Freezer Has 16-In High Glass From? 


KEY NO. 8-443 


BALLY, Pa.Development of an 
open-style display freezer with a 
16-in. high glass front and a “mini- 
mum number" of vertical plate coils 
for high visibility has been an- 
nounced by Bally Case & Cooler Co. 
here. 

An “out-of-the-way” overhead 
plate coil supplies the additional re-— 
frigeration needed for ice cream 


storage, “even in the hottest cli- 
mates.” 
Exterior of the cabinet, except 


back and bottom, is clad with acid- 
resistant porcelain on  18-gauge 
enameling steel. Trim is of stainless 
steel. 

The display is illuminated by 
built-in fluorescent lights concealed 
at the front and top of the display 
glass. Operating costs are said to be | 
reduced through use of a roll-back 
night lid. A canopy, available as 
optional equipment, has a reversible | 


how many tubs 


panel with the words “Ice Cream” on 
one side and “Frozen Food” on the 
other 

Capacity of the freezer per aq. ft. 
of floor space is emphasized by the 
manufacturer. Modei 12 DF provides 
12-cu. ft. in a cabinet 53 in. long, 
while there are 19 cu. ft. in the 
88-in.-long model 19 DF. Both models 
are 31 in. deep and 42 in. high (58% 
in. with canopy) 

The freezer is powered by a sealed- 
type condensing unit 


Crystal ice .. . with- 
out = sludge-forming 
rust, sediment, min- 
eral residue 
chiorine taste : 
“milkiness."" Ends 
major source of serv- 
ice calls. Write for 
new titerature 


FILTRINE MANUFACTURING CC 
BROOKLYN 5, N.Y 


total 


of ice do you 40-Ib. tub daily cost 
' of ice 
x + 

Bi srs a Trimomcnmh mmsaenam Cas «0g 
| x 6¢ += 
\ (B) 
RI eal 

(A minus B) 


You'll get a pretty profit picture by getting prospects to put a 


pencil to the spaces above . . 


. by letting them see how much they can 


save by buying their ice from an Ice Maker instead of an iceman. 


It’s a fact. A Carrier Ice Maker makes 40 pounds of ice for 


about 6c worth of water and electricity at average rates. By adding 
pennies to their electric bills, ice users can save up to a hundred dollars 
a month, depending upon how much ice they use. 


It’s a strong sales story that can’t miss. And we're adver- 
tising it to your prospects. Hospitals, taverns, clubs, butcher shops, 
hotels and restaurants are learning of the tremendous savings and other 


benefits of the Carrier lee Maker. 


And this new Ice Maker is really loaded with other benefits, 
It delivers both ice cubes and crushed ice — has a built-in crusher that 
takes no extra space and is adjustable for coarse, medium, or fine ice. 
And, unlike other ice-making machines, the Carrier lee Maker stores both 
kinds in a divided bin that keeps each separate. At the turn of a dial, 
either type of ice is automatically delivered to its own compartment. 


Don’t miss this opportunity. If you aren't in the act, get in 
now. Write us. Carrier Corporation, Syracuse 1, New York. 


The Carrier lee Maker, with crusher. Divided 
160, 240 lbs. Compact and 
quiet, it makes up to 450 lbs. of ice in only 


bin, two sizes 


tour square feet of floor space 
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BASH REFRIGERATION CONTROLS 


ity Service Information Division, 
W hiteRodgers Electric Co 


: 
+ 
N 
* 
- 
a 
143. 13Pressure conten’, ore eveilable in 
dual (lett «age vats 
es TT 
; 
" ~~ a 


10 t}- Pressure of tyige™ serves o8 


matic hand 


avo 
th opens Pressure control 


5—Pressuré Controls 


'p to thie point + have been dis 


‘ussing hydraulic action controls 
In Pig 12 you wb. see a different 
type of control Ti White- Rodgers 
pressure control c 


Here you see contests built in single 


aees for either high pressure or low 


pressure Pregeur --ontrols are also 
‘vailable in .dual gtnite combining 
high and low pregeure controls in 
ne Case This tygye of control is 
hown on tne ey hand side of 
Pig 12 } 

The hydrauli« “| m controls have 


the tremendous fice of 


expanding againnt _ he 


the hquid 

diaphragm to 

operate the ewiteh og mechaniam of 

This force is not avail 

mtrol. The only 
* 

in .the pressure at 


he control 
? 
able 


in & pressure 4 
available 


which the control .jperates 


For these reason. we have to aban 
of the 


don the use hydraulic action 


Complete stock of Mefrigeration Air Com 
ditionieg parte and supplies 
Speed; dependable service 

wher yo, ceed it wherever in 

the worl, -ou want it 


New! Se snonal Catalog saves you 
tune Wr ce for your FREE copy, 
today! 


AIRO SUPPLY CO. 


2732 N. Ashland Ave. Chicago 14, ti 


for all tubing or pipe§ 


Handy Tube Bender 


Sites To Send ; 
*%” O.D. to & 
iw" O.0 


WO KINES 
On FLATS PORTABLE 
AT LEADING SurPLY HOUSES 


: HOLSCLAW gROS., INC. ‘ 


evanty 


"mG. 14 
ton high and low pressure unit is shown 
ebove at left 


High pressure contro! of combine 


element in the 
go to the use 
iBee Fig. 13.) 

The switching mechanism of the 
pressure control is practically the 
used in the tempera- 
except that in this con- 
use an added lever 
switch action where the 
force of hydraulic action is not avail- 
able 


control, and 
of a bellows instead 


pressure 


same an that 
ture 


trol we 


control 
have to 
to give us 


This control is unique in design 
because the pressure is applied to 
the outside of the bellows rather 


than to the inside of the bellows 

Because of the design of the White- 
Rodgers switch, the bellows has to 
compress only a few thousandths of 
an inch to operate the switch This 
extends the life expectancy of the 
control very greatly 

It has been proven over the years 
that it is always good practice to 
place a loop or coil of tubing ahead 
of the bellows connection. This will 
tend to trap any oil and keep it from 
getting into the bellows chambers 
Preventing as little oil as possible 
from entering the bellows chambers 
insures more positive action of the 
control, This applies to any pressure 
control regardless of manufacturer 

In mounting any pressure control 
on a machine it is always good prac- 
tice to place the control above the 
oil level of the machine. Mounting 
brackets for pressure controls can 
be obtained from your suppliers, 80 
that it can be used for replacement 
of any pressure control of any manu- 
facturer. This control lends itself 
very nicely to flush mounting on a 
panel board 

The controls shown in Fig. 14 are 
possibly different in appearance from 
any others that you may have seen 
This is a combination high and low 


preasure control, It is well to call 
attention to the design of the high 
pressure control shown on the left 
hand side of this control assembly 
j You will note that this control has 
only one indicator. To adjust this 


control you will insert a screwdriver 
in the alot in the center of the dial 
and rotate the dial until the high 
pressure cut-out point is indicated 
under the fixed indicator at the top 
of the dial. The cut-in point of the 
control will be 40 Iba. below the cut- 
out point 

A high pressure 


cut-out does not 


| need an adjustable differential, there- 


| fore 


none has been provided 


(To Be Continued) 


SCHNACKE COMPRESSORS feature 
Unloaded Starting or Capacity Control 


The most adaptable contro! availabie— 
for unloaded stgrting only-—or for ca- 
pacity contre! and unloaded starting just 
as required for the job. Self-contained, 
no outside controls, solenoids, or wiring 


Campressers and Condensing Unit 5 H.P. te 60 H.P. 


aA) "a= WY 
Spreng CHNACKENNC NEE 


as required 
for the job... 


For applications requiring cy!- 
inder unloading for capacity 
contro! or starting—Schnacke 
provides a versatile control 
designed to fit the job exactly. 
This device is applied to each 
cylinder as ordered, for either 
unioaded start only, or as ca- 
pacity contro! and unloaded 
starting, and priced accord. 
ingly—not a flat extra charge. 
it is not included if you do not 
need it and you pay only for 
the actual contro! ordered. 


Schnacke recommends 
THERMATROL capacity con- 
trol for simplest of operation 
and trouble free performance. 


Metals Supply Outlook 


Official Explains Why Controls Can’t Be Perfect and Reflect All 
Changes In Supply, Demand; Little Hope Seen for Decontrol 


Condensation of a Talk by A. Gordon Wootton Before a Meeting of REMA 


particular interest for all 
air conditioning industry. 


ton, Chief, 


slightly condensed form. 


At the recent annual meeting of the Refrigeration Equipment 
Manufacturers Association, two talks were presented which had 
members of the refrigeration and 


“Current Status of Controlled Materials” by A. Gordon Woot- 
Refrigeration and Air Conditioning Section, NPA, 
covered the current situation on controlled materials, plus some 
prognostication on what might be expected in the future. 

“Unity or Dis-Unity” by Irving B. Hexter, President, Industrial 
Publishing Co., was an analysis of the industry's associations and 
its needs in the way of further joint and cooperative efforts. 

Approved copies of these talks were recently received by the 
News and are reproduced on this and the following page in 


The current status of the CMP as 
it affects industry as a whole, and, 
particularly you of the Refrigera- 
tion Equipment Manufacturers As- 
sociation, is not an unusual or 
unfamiliar topic of conversation 
There seems to be some question as 
to whether or not some materials 
are a5 scarce as reports would indi- 
eate. Let us review the current 
material situation and the facts bear- 
ing on the current metal situation 

It was only two months ago that 
the NPA and this Section were being 


harassed by many industrial con- 
cerns on the theory that we had 
over-allotted the supply of metals, 


and that a Controlled Material 
ticket was only a hunting license 
and that you could not cash it in. 
The over-allotment was cut a little 
and as a result the demand was 
closer to supply, with CMP operat- 
ing satisfactorily 

With an operation as complex as 
that being performed by the DPA 
and NPA it is impossible, with mathe- 
matical accuracy, to balance out al- 
lotment and supply to the last pound 
of metal. Within the month there has 
appeared on mill schedules some 
empty spaces for the first time in the 
past two years, and as a result, we 
are being further berated here and 
there. Just because there is a vacant 
space for a few days on a particular 
mill, does not mean, unfortunately, 
that the material problem is solved 

A definable economic change 
which has become apparent during 
the past month has complicated the 
material situation, too. The inflation- 
ary pressure has not developed to 
the extent predicted, therefore in the 
absence of this anticipated demand 
for consumer goods, manufacturers 
are following the more normal prac- 
tice of placing orders, 


‘Stretch Out In Military 
Program Is Factor 


Plan 


The “stretch out” in the military 
program is another factor in the 
loosening up of the material supply. 
The only answer on this subject in 
its entirety would come from the 
Pentagon authorities. I can, how- 
ever, give you briefly my general 
idea of what it means. The “stretch 
out” is the result of a cutback in 
requested military appropriations 
This cutback represented principally 
aircraft and atomic weapons. The 
result is that these programs have 
been added to the Defense Program 
and not superimposed on the exist- 
ing program 

If these schedules had been held 
to, the controlled material for these 
items would have to be committed in 
the third and fourth quarters of 
1952, subsequently, we possibly 
would have had more stringent limi- 
tation orders productwise and metal 
use 

Therefore, 
for an 
in the 


we hope we can look 
increase in certain material 
third and fourth quarters, 
rather than a decrease. Many have 
the idea that end product items of 
the military will be reduced the bal- 
ance of this year and 1953. Maybe 
to some extent in 1953, and perhaps 
in early 1954, with a possible shift 
into late 1954 and 1955 


Slight Loosening Up Has 
Little Effect 
But this slight loosening up, as I 


| see it, has practically no effect on 


| hard-to-get 


the delivery of the end products of 
items in 1952. It does 
reduce the take of scarce materials 
now and for the next quarter or so. 

One of the major problems since 


the inauguration of the CMP has 
been inventory accumulations. Con- 
sideration has been given to finding 
ways to insure that applications for 
materials will contain adequate in- 
ventory data to make it possible to 
compare requirement estimates with 
inventories in making allotments. No 
feasible method has been devised to 
provide satisfactory data, primarily 
because of the difficulty of coordinat- 
ing inventory controls maintained on 
an item by item basis with allot- 
ments granted on a materials class 
basis 

In lieu of what has been related 
let us review a more detailed analysis 
of the outlook for the three con- 
trolled materials: steel, copper, and 
aluminum with an emphasis on 
copper which concerns most of us 
and which is most critical. 


As you are aware NPA, AMP divi- 
sions, work out mill production direc- 
tives in an effort to implement the 
program determinations. This is a 
very difficult and precise problem to 
arrive at. A relatively small error 
can result in open mill space on the 
one hand, or on the other, uncash- 
able tickets. In the absence of a very 
heavy backlog, a miss in the down 
side in the mix of materials can lead 
to open mill space for certain forms 
and shapes. 


Figures Show Demand To Be 
Far Ahead of Supply 


We hear constantly of the possi- 
bility of requirements getting into 
balance with supply. However, here 
is, percentagewise, the requirements 
submitted by the various claimant 
agencies in sheet and strip, and 
light carbon steel products gener- 
ally. The call was for 136% of sup- 
ply. There was a demand for 145% 
of the supply in plate, 150% of 
structural steel, 158% of alloy steel, 
and 212% of nickel stainless. 


Incidentally, no second-quarter 
tickets for steel have been returned 
by the Department of Defense, and 
defense requirements for the third 
quarter remain at_about the second- 
quarter level. The over-all demand 
for steel as represented by stated re- 
quirements for the third quarter is 
about 4,500,000 tons over the amount 
allocated for the second quarter. 

Carbon steel in the second quarter 
amounted to some 500,000 tons over 
the first-quarter supply. The third- 
quarter supply is about 150,000 tons 
less than for the second. But the 
steel position continues relatively 
easier than the previous quarters. 


The situation in plate and struc- | 


tural is comparable, though the re- 
cent announcement by Mr. Fleisch- 
mann that additional material will be 


requirements on alloy, plate, and 
structural steel, and few complaints 
have come to me in this respect or 
the schedules involved since the in- 
ception of the CMP plan. Even 
though there is no decontro! action 
pending from the Administrator's 
office that I know of on any particu- 
lar type of steel, the outlook does 
look very favorable, particularly on 
sheet and strip steel. Of course, the 
wage negotiations pending in the 
steel industry are a factor and if a 
strike did come, it seems obvious to 
me that drastic controls would be 
put on. , 

As for aluminum, the material 
problem is complicated because the 
military take is a much larger per- 
centage than is true in the case of 
carbor steel. It is the most versatile 
and useful of light metals for war 
purposes. As long as we are think- 
ing about mobilization effort here, 
there is no other metal that fits so 
usefully into modern technology as 
does aluminum. Its use is likely to 
increase with guided missiles and 
aircraft. The civilian use has also 
continually gone up ever since the 
use of aluminum started. 


Improvement has been noted in 
the flow of secondary materials and 
in primary aluminum production dur- 
ing February. A curtailment of op- 
erations in extrusions was made 
necessary by the limited supply of 
aluminum currently available for 
non-defense use. 


The supply estimates have gone 
through several stages. Second-quar- 
ter figures were up from the first 
quarter which was reflected in anti- 
cipated production from new facili- 
ties. However, later recalculations of 
anticipated imports and slippage in 
production resulted in a lower esti- 
mate but still higher than first- 
quarter supply. 


Requirements Director 
Pessimistic 


The director of DPA Requirements 
Staff indicates that the picture is 
still a little on the pessimistic side. 
There appears some softness on 
sheet, but when tickets now going 
out filter down to the mills the ap- 
parent ease may disappear. The ori- 
ginal estimates of 705 million pounds 
are now projected at 640 million 
pounds. With production estimated 
at 640 million pounds for the second 
quarter, early estimates for the 
third quarter are 710 million pounds. 
According to figures released re- 
cently the production of virgin alu- 
minum production will be approxi- 
mately 1,560,000 tons by the fall of 
1953. 


It is very interesting to note the 
increased requirement of aluminum 
on CMP-4-B applications from this 
industry. The military group, along 
with the refrigerated coin and new 
coin dispensers: of beverage equip- 
ment, have increased requirements. 
Aluminum tubing for certain appli- 
cation in lieu of copper has made 
some permanent inroad. 


(Concluded on next page) 


available for new starts in the field | 


of industrial, commercial construc- 
tion in the third and fourth quarters 
of 1952 would indicate that the heavy 
requirements for structural in the 
industrial expansion program has 
been reached and will hereafter de- 
cline. Mr. Fleischmann further stated 


it was his belief that by the fourth | 


quarter of the year, we shall be able 


to resume something close to normal | 


rates of construction in the commer- 
cial field, but maximum conservation 
will be on copper replacing “struc- 
tural” as the principal limiting fac- 
tor. 


Sheet and Strip Steel Outlook 
Seems Favorable 


Alloy steel in some shapes are 
relatively easy and others very 
tight. We in the refrigeration sec- 


tion have had little trouble in our 


RECEIVER’S SALE AT 
PUBLIC AUCTION 
Pursuant to a Deeree by the Superior Court 
of the State of Khode Island 
Entire Machinery, Equip t 

Building» of 
OLNEYVILLE ICE COMPANY 
Witt be sold Tuesday, May 6, 1952 at 

10:30 A.M. On the 
55 DeSete Street, Providence, Rhode Island. 
ONE OF THE FINEST ICE PLANTS 
EVER OFFERED AT PUBLIC AUCTION 

IN THE EAST, LAND & BUILDINGS 

A highly desirable piece of industrial prop- 
erty in good condition An exceptionally 
well-built one story brick building covering 
3 lots of land. Total frontage 220 ft. x 
100 ft. om 24.880 square feet of land 

Assessed valuation $134,450 
MODERN ICE MAKING MACHINERY & 

EQUIPMENT 


Land & 


(AN machinery ts in good working condition) 
Witt be sold im separate lots 

M.D. Electric Cranes. M.D. Compressors, 

M.D. Tiering Machines. M.D. Cubing Ma- 

chines, Pumps, Condensers, Filters, Evapo- 

rators, Tanks, Grids, Cans, 
4. Dubee 


resp 
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Basement Recreation Rooms Dry Enough for TV 


DAMPNESS in a basement game room ceases to be a problem with an RCA electric de- 
humidifier, which will remove up to 12 qts. of moisture from the oir during o 24-hour 
Period. according to RCA. This product (Model ACD-28) is o supplement to its new line 


(Concluded from preceding page) 
Copper Outlook 


Copper—-Naturally, you men are 
primarily interested in copper. 
Copper constitutes the most serious 
limitation on current production. 
The copper problem is essentially one 
of the flow of scrap and then pro- 
duction and import of refined mate- 
rial. The scrap situation has eased 
somewhat, but refined copper is still 
extremely difficult. 

One thing that is confusing to you 
men is that brass mills and copper 
mills are asking for and accepting 
orders. This does not mean, however, 
that they can deliver. The problem 
is to get the refined copper or pro- 
cess. To illustrate this difficult sup- 
ply situation, copper available for 
the second quarter is 56 million 
pounds less than the estimates on 
which the program determinations 
were made. Supply estimates for the 
third quarter are 111 million pounds 
less than the second quarter pro- 
gram determinations. 

There is no problem of mill space. 
There has always been an excess of 
finishing capacity. The problem is to 
get the raw material to finish. We 
know that some brass mills are look- 
ing for business for certain shapes 
in the sense that they could produce 
more if they get ‘te refined copper. 


“n't gamble. | 
RUDY 


mild steel 


EVAPORATORS 
fit your needs exactly 


Famous brazed mild steel 
tube-on-sheet ty ee 


vanized ... super finished . 
prompt service . . . lowcost. . . 
all types. 


WRITE FOR DETAILS 


RUDY Manufacturing Co. 


-  Specralisrs im : 
Manufacturing Evaporators ond Condensers. 
DOWAGIAC, MICHIGAN 


o 


| to continue 


of room air conditioners. 


This is particularly true for alloyed 
strip and rod. For other shapes, such 
as tubing and bus bar, there is a 
heavy order backlog. 


Another factor in this order situa- 
tion is that in the second quarter 
the copper division directed mills to 
accept orders up to 22% over their 
production directives. This was based 
on raw material supply estimates. 
Here was an incentive for the mills 
to go out and get orders to meet 
this directive. However, the 22% 
overage was based on the hope that 
the refined copper would be avail- 
able. The backlog of copper orders 
from the first quarter to the second 
quarter is considered to be manage- 
able. The third quarter could be 
pretty rough if the mills are suc- 
cessful in getting orders for the an- 
ticipated 22% overage. 

The copper wire mills situation is 
still tight and foundry brass is also 
very tight with no anticipated change 
in the foreseeable future. Insofar as 
third-quarter requirements, the 
claimant agency requests exceed by 
nearly three hundred million pounds 
the actual! allotments made in the 
second quarter. The carry-over of 
authorized controlled material 
(ACM) orders for copper and copper 
products from the first to the second 
quarters of 1952 are not expected 
to be as large as was originally 
feared. 


Factors Working To 
Improve Outlook 


This improved situation is brought 
about by several factors. The scrap 
intake is mounting each month, 
making it possible for the mills and 
foundries to make rapid deliveries 
of all products using scrap. It has 
been indicated that the Army small 
arms requirements were miscalcu- 
lated creating a larger amount of 


| attrition. The decline in business due 
| to inventory adjustments and lack 


of sales created an even greater at- 
trition. Too, there is some indica- 
tion of late of a declining trend in 
the consumption of copper using 
countries. 

Despite all this the tremendous 
combined military and civilian de- 
mand for copper products is expected 
throughout the year 
thus resulting in a continued short- 
age of copper. Further conservation, 
substitution and limitation can be ex- 
pected in the field. 


All this decontrol talk is prema- 
ture. I wish it were possible to 
polish off the crystal ball and see 
what is down the road. Mr. Fleisch- 
mann has stated that he saw no 
prospect for any kind of decontrol of 
either copper or aluminum in the near 
future, and there was no alterna- 


| tive for CMP as long as the supply- 


demand situation remains sharply 
out of balance. 


Unity or Dis-Unity? 


Analysis Is Critical of Some Association Activity and 
Suggests a ‘Super-Group’ or ‘Czar-Type’ Remedy 


(Condensation of a Talk by Irving B. Hexter Before a Meeting of REMA) 


As you know, I'm a relative new- 
comer to this business. You also 
know that we publish magazines in 
six other industries. So, we get a 
pretty good cross-sectional view of 
industry 

Naturally, we cannot help com- 
paring one industry with another. A 
publisher must try to be in an in- 
dustry in which he has a magazine 
but, at the same time, retain his 
objectivity. He can’t get embroiled 
too deeply in it or he loses that ob- 
jectivity 

I don’t know of any industry that 
has made the basic progress that 
your industry has made. Twenty 
years ago, there were no frozen 
foods, as we know them today; there 
were no home food freezers; there 
were no frozen food dispensers in 
stores; there were no mechanical de- 
humidifiers; there were no window 
air conditioners; there were but very 
few packaged air conditioning units. 
Each one of these was a distinct step 
in the direction of progress. 


Progress Surpassed Only 
By Weapons Makers 


The refrigeration industry has 
made more signal strides than any 
peacetime industry with which I 
am familiar. The only art that sur- 
passes it is the art of making 
weapons with which to kill men. 
There, we have made greater strides 
than in any other field. 

But let's look at the individual 
components of their refrigeration 
field. And here is where I am going 
to get my ears boxed. 

The wholesaler is not as well off 
as he was 10 years ago. The business 
of refrigeration component manu- 
facturing is shrinking. The service- 
man is looking around for ways to 
augment his personal income. The 
hermetic units in the household field 
and in the smaller commerc'al units 


are taking a great deal of work 
away from the serviceman. 
The contractors, in_ spite 


RACCA, are still floundering around 


trying to find their place in the re- | 


frigeration field. They have done 
much huffing and puffing, 
visible progress has been made. 


ACRMA and CRMA have assumed | 


pretty much of a status quo basis. 
To my knowledge, there have been 


no concerted, forward steps taken | 


in either of these associations. 


The wholesalers are fighting for | 
is a generally considered | 


even. It 
opinion of many thoughtful members 
of this industry that only those 
wholesalers who are willing to sell 
and merchandise unitary equi nt 


of © 


but no | 


the problems confronting the indus- 
try as a whole, great progress could 
be made 


REMA Seen as Ideal Framework 
Because of Product Groups 


It seems to me that REMA ia the 
ideal framework in which to put this 
picture. REMA has in its member- 
ship the greatest number of product 
groups, and REMA is of interest to 
large segments of each of the other 
groups. It is sort of silly to see some 
people taking their refrigeration 
problems to NEMA, while others 
who make the same product take 
their refrigeration problems to 
ACRMA. 

It is sort of silly to 
people playing “footsie’” with RSES 
and others playing “footsie” with 
RACCA, when there is virtually no 
difference between them 

No one has yet spelled out the 
difference between some of the mem- 
bers of ACRMA and of CRMA. When 
there is such a criss-cross of inter- 
ests, doesn't it seem reasonable that 
all of these dividing lines be dropped” 


see some 


Situation Compared to 
Power Politics 


General Eisenhower is in Europe 
trying to create a European army 
because, today, enlightened men 
realize that the very weakness of 
Holland, Belgium, Luxembourg, West 
Germany, Alsace, and even France, 
lays Europe open to conquest by the 
common enemy; whereas a United 
States of Europe can offer a formid- 
able front against any common 
enemy. 

The same is true in the refrigeration 
field. It is about time for a re-align- 
ment of thinking in this industry. 
And some of the old shibboleths will 
have to be scrapped. Some of the 
petty jealousies will have to be for- 
gotten and be substituted by a 


strong, central organization with in- 


telligence, with money, and with 
power to act 

This is too vital an industry te 
fool with 


Let the men of broad vision in this 
industry get together without further 
loss of time and either bring about 
this super-council or make REMA 
the super-council, with the various 
constituent groups as members 


Lenus Mahon Dies 
In Terentoe Hospital 


TORONTO, Ont., Can.--Lenus R. 
Mahon, 49, president of Mahon Indus- 
tries, died recently in a local hos- 
pital 

An electrical appliance merchan- 
diser, Mahon started his own busi- 
ness, Mahon Electric, in Sudbury, 
Ont. at the age of 23. He has held 
executive sales positions with Kelvi- 
nator of Canada and the Canadian 
General Electric Co. . 


MORE INFORMATION? 


Use Handy Coupon 
on “What's New” Page 
of this issue 
Use Key No. for fastest service. 
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Condensing Units 
14 hp. to 40 hp. 
Curtis Refrigerating Machine Division 


of Curtis Manvhac turing ( ompeny 
1912 Kienten Ave St. Levis 20, Me. 


Established 1854 


crates. 


FOR SALE AT DISTRIBUTOR’S COST 


22 brand new self-contained beverage coolers in original 
America's most famous nationally-advertised brand. 
Act now. These will move quickly. 


Box 3973, Air Conditioning & Refrigeration News 


vill eventually survive. Many of the 
members of REWA are in excellent 
condition but, unfortunately, the 
business of some has shrunk. 


Industry Needs a 
‘Judge Landis’ 


Now why is all this? It is like 
starving in a land of plenty. 

The real, basic reason for it is lack 
of unification. What this industry 
needs is a Judge Landis. It needs a 
czar, either in the form of a person 
or in the form of an overriding or- 
ganization. It needs a council made 
up of the presidents and vice presi- 
dents of each of the constituent or- 
ganizations in the industry. And that 
council should be given teeth; it 
should be given development, for 


seven heterogeneous 
groups, each jealous of its own posi- 


tion, each standing off in the corner 


by itself, will not make for progress 


SACRIFICE AT BELOW 
DISTRIBUTOR’S NET COST 


19 brand new self-contained alr conditioning units, Model 
FD-20 two-ton single-phase—in original crates. 
most famous nationally-advertised brand. Take one or all. 
Must sacrifice these units now. 


Box 3974, Air Conditioning & Refrigeration News 


America's 


sold at once. 
be accepted. 


SACRIFICE 


10 brand new console % HP console-type 
conditioners. Famous nationally-advertised brand. Must be 
Will sacrifice these units. Best offer will 


room alr 


——@ 


in this industry. But if these associa- 
tions could get together on a com- 
mon ground and with a common — 
understanding of the challenges and 


Kedmond 
ee | | yf Sener gy tae 


“OWE OR OWE THOUSAND” 


74 different models in stock 


} FACTORY DISTRIBUTORS 


CYCLO-FREEZ CORP. 


MARVIN L. “FERGIE” FERGESTAD 


2120 S$. Lyndale, Dept. A, Mpls. 5, Minn. 


ARE YOU CHANGING YOUR ADDRESS? 


lf you are planning to move or want the NEWS sent to a 
different address, please use this coupon. Saves time and 
. Copy old address from 


Box 3975, Air Conditioning & Refrigeration News 


BELOW DISTRIBUTOR’S COST 


16 brand new ice Machines Model SC-250—produce over 
2,000 pounds of flaked-type ice dally. America's most 
famous nationally-advertised brand. Must sacrifice. Will 
sell at below distributor cost. 3 HP condensing systems— 
ringle, two and three-phase motors available—Act now. 


Box 3976, Air Conditioning & Refrigeration News 
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aed for this eee) Preferably, the suction line supple- tact is closed. This contact is con- 
Care must be takdn in locating such mentary heat coil should be in the 


nected to the suction line solenoid, so 
a blower coll that «he air from it is suction line during the defrosting jormally the suction line solenoid 


a * valve is held open. This contact is | \ 
Y ] also connected to the blower coil ’ 
: Superior lobe 9 ves fans, so they operate continuously eee 


except during defrosting 


e The lower contact of switch “B,” 
* e ith li is normally open, and is connected to 
are built wi qua ity the re-evaporator fans; so they do 
“< in e e not run except during defrosting 
: and the serviceman in mind This contact is for use with the 
blower coil type re-evaporator that 

. : has its separate fan. If the re-eva- 
porator is made into, or mounted in 
front of the air-cooled condenser, this 
lower contact of switch “B" is not 


\ 64pages. Many new items. 
More" specific-fit” replace- 
\ ment units. Alphabetical 
list of 90 box manu- 


y cevek ped 


used, for the condenser fans start g- fecturers with C-H 
and stop with the compressor 
Controls to fit. 


SEQUENCE OF OPERATION 


Let us assume that the machine 
is running on a normal refrigerating 


ae eae Big line. Big catalog. 
— Copy FREE. 


ta cycle. Timer switch “A” operating ene ; 
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running 

The timer gets to defrost time, so 
the normally-open switch “A” in the 
timer closes, thus opening the hot-gas 
solenoid and defrosting starts. At the 
same time, the normally-closed con- 
tact in switch “B” is opened, so the 


not shown before. It includes general pur- 
pose control for boxes that don’t need 
“specific-fit’’ replacements. Semi-com- 
mercial and commercial units, units for 
freezers, milk coolers, ice cream freezers, 
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re-evaporator fans start . number. Instructions for installation, 

Defrosting continues in this . maintenance, tips for 
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shortened as that particular installa- 
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Automatic Defrost-- Restaurant Show In Chicago-- 


(Concluded from preceding page) 
THE THROTTLING VALVE 


When the hot-gas solenoid valve 
closes, ending the defrost period, the 
suction pressure drops sharply and 
the excess liquid in the evaporator 
tends to “slug” back to the compres- 
sor. The re-evaporator has little or 
no “hold-over” of heat, and it can- 
not pick up heat fast enough from 
the surrounding air to vaporize at 
once this large amount of liquid that 
slugs back from the evaporator to 
the compressor when the hot-gas 
solenoid closes and refrigeration is 
resumed 

During the defrosting period, the 
suction pressure throttling valve re- 
duces the high evaporator pressure to 
a lower pressure which will not 
cause motor overload. In addition, it 
holds back the rush of liquid from 
the evaporator, and during the 3- 
minute pump-down period, feeds the 
liquid to the re-evaporator only as 
fast as the re-evaporator can re-eva- 
porate it and pass it to the compres- 
sor at the suction pressure for which 


the throttling valve is set, which is -; 


usually about 8 to 12 psig. 
“Freon-12.” 


for 


If the system is controlled by a | 


low pressure control, it should be 
connected in the suction line ahead 
of the throttling valve, as shown in 
Fig. 2, for the following reason. 
When the 7-minute defrost period 
ends, the suction pressure drops 


sharply. The throttling valve may not | 


be able to act fast enough to prevent 
a momentary reduction of suction 
pressure at the compressor below the 
cut-off setting of the low pressure 
control, even into a vacuum. 


The suction pressure ahead of the | 
throttling valve remains high, so if | 


the low pressure control is connected 
ahead of the throttling valve, it will 
hold the compressor on and prevent 
short cycling during the 3-minute 
pump-down period. 

If the re-evaporator coil is properly 
sized, if the room air is not too cool, 
if the throttling valve is of the right 
size and its outlet pressure is prop- 


erly set, and especially if the two- © 


circuit timer is used, the re-evapora- 
tor system of defrost can be quite 
successful, for it: 

1. Provides the necessary supple- 
mentary heat. 

2. Prevents overloading the com- 
pressor motor during the defrost 
period. 

3. Prevents slugging at the begin- 
ning of the refrigeration cycle. 

As previously outlined, these are 
three inherent troubles that must be 
overcome if the hot-gas defrost 
method is to be used successfully. 

The supplementary heat may be 
supplied to the suction line in other 
ways than by an air-heated coil, and 
some of these ways will be described 
in future instalments. 


Frigidaire Meetings - - 


(Concluded from Page 1, Column 2) 


just as insistent about better facili- 
ties for displaying frozen foods.” 


To meet the demand for better | 


sture equipment, Frigidaire intro- 
duced at the meeting a new frozen 
food cabinet with an open top and 
glass front, giving full display and 
easy access to a large selection of 
frozen foods. Demonstrated was the 


special “Flowing Cold” refrigeration | 


system which keeps foods blanketed 
in a steady flow of sub-zero air. 

Also shown were a new Frigidaire 
automatic ice cube maker, new air 
conditioning units for stores, as well 
as Frigidaire’s latest window unit air 
conditioners designed to provide sum- 
mer comfort in homes or offices. 


Cooper Named Director 
Of Electric Association 


CHICAGO—R. Douglas Cooper of 
R. Cooper, Jr. has been appointed to 
the Chicago Electric Association's 
board of directors to serve as direc- 
tor-at-large for the remainder of the 
year, according to Harry Alter, presi- 
dent. 

At the same time, Alter announced 


the following committee chairman 
appointments: 
Dealer Educational Committee: 


Curtis L. Peterson, Philco Distribu- 
tors, Inc., succeeding James Alter, 


The Harry Alter Co. 
Freezers-Refrigerators Committee: 
W. S. Hall, Deepfreeze Div., Motor | 
Products Corp., and Inter-Industry 
Relations Committee: 
Price, Allen-Bradley Co. 


John 


McC. | 


(Concluded from Page 1, Column 5) 


to be the largest in the association's 
history, will show the wares and mer- 
chandising aids of some 370 firms 
who are supplying the restaurant 
field. 


NRA anticipates that 25,000 opera- 
tors, representing every type of pub- 
lic eating establishment, will be in 
Chicago for the show and convention 
sessions. 


May 5 has been designated as 
“dealer day” at the exposition, which 
will be open then only to dealers and 
wholesalers who represent the ex- 
hibiting firms. 


A feature of the exposition will be 
a special 17-booth “Education Cen- 
ter” in which there will be displays 
for the universities, trade schools, 
government agencies, and other or- 
ganizations who are allied to the 
training of restaurant personnel. The 
center will also have a 100-seat thea- 
ter in which training films will be 
shown daily. 


There will be no charge for admis- 


sion to the exposition. The general 
public will not be admitted. 

The convention will start on May 6 
and run through May 9. A general 
session will be held each morning 


and special interest meetings each 
afternoon. 
Friday, the last day, is an ex- 


ception. Only a morning program has 
been scheduled. 

On Tuesday, May 6, there will be 
special interest meetings for small 
operators, in-flight food service opera- 
tors, industrial feeding contractors, 
department store restaurant man- 
agers, and college and university 
food service managers (this last 
group meets also on Wednesday) 

Wednesday session will be devoted 
to company-operated inplant food 
service managers, service operators, 
dining car operators, supervisors of 
distributive education, and limited 
price variety store restaurant opera- 
tions. 

On Thursday, cafeteria operators 
and drive-in operators will hold spe- 
cial meetings. 


Conference - - 


(Concluded from Page 1. Column 2) 
service, and operate refrigeration and 
air conditioning equipment an oppor- 
tunity to talk with the factory ex- 
perts who design the equipment,” ac- 
cording to John H. Spence, general 
chairman of REMA's Educational 
Conference Committee 

Exhibit hours are: Friday, May 2 

1 to 5 and 7 to 10 p.m.; Saturday, 
May 3-10 a. m. to 5 p. m.; Sunday, 
May 4--noon to 4 p. m 

Educational programs will be held 
each morning from 9 a. m. to noon 
They will each start off with an “In- 
formation Please” session. Educa- 
tional talks are scheduled as follows 


Friday: “Safety in the Refrigera- 
tion Industry,” by William N. Davis, 
senior engineer, Industrial Depart- 


ment, National Safety Council, and 
“The Use of the Suction Pressure 
Recording Gauge in Diagnosing and 
Analyzing Service Problems” by John 
H. Spence, service manager, Huss- 
mann Refrigerator Co 

Saturday, May 3: “ ‘Freon-22' from 
the Installers’ and Serviceman’s View- 


29 
point” by R. L. Williams, Kinetic 
Chemicals, and “Low Side Pressure 
Limiting Valves” by William F 


Wischmeyer, chief engineer, Sporlan 
Valve Co 

Sunday, May 4: “The B9.1.1960 
American Standard Safety Code” by 
Myron D. Miller, executive secretary, 
Refrigeration Industry Safety Advia- 
ory Committee, and “Motor Starters 
for Refrigeration and Air Condition- 
ing” by Kenneth M. Nelson, industry 
specialist, Cutler-Hammer, Inc 

A high spot of the program will be 
a banquet and entertainment Satur- 
day evening, sponsored by the Phila- 
delphia Chapter and Keystone Asso- 
ciation of the Refrigeration Service 
Engineers Society 

According to late information from 


REMA, the list of exhibitors has 
grown to 81. Manufacturers added to 
the list recently include Ace Cabi- 
net Corp Acme Industries, Inc.; 
Airserco Mfg. Co.; Ansul Chemical 
Co Dayton Rubber Co Electric 


Auto-Lite Co,; Fedders-Quigan Corp. ; 
Kold-Hold Mfg. Co.; Loudon Mfg. & 
Sales; Lake Chemical Co.; Larkin 
Coils, Inc.; Temprite Products Corp. ; 
Typhoon Air Conditioning Co., Inc.; 
and White-Rodgers Electric Co 


———— 


Are You Facing a Change of Life? _ 


In the space of a few years we have witnessed one of the greatest “changes of life” in 
the history of American living. 


This change is the vast increase in the consumption of frozen foods and the corre- 
sponding increase in the sale and use of home and farm freezers. 


What's more, every qualified expert views these increases as only the modest beginning 
of boom sales that can mean much to the manufacturer and retailer of freezers. 


Does such “boom talk”” mean a vacation from competitive selling of either frozen foods 
or home and farm freezers? 


If you think so, we don’t believe you're facing this “change of life” realistically. 


| 

| AIR CONDITIONING & REFRIGERATION NEWS believes that only increased promotion 
and greatly increased selling effort will produce the volume of sales so generally predicted. 
| 


The NEWS has done more editorially than any other publication to rivet the attention 
of manufacturers and retailers alike on the sales potential possible for this new appliance. 
One of the best examples of this editorial support and assistance is the annual HOME AND 
FARM FREEZER SPECIFICATIONS ISSUE. 


The date of this year’s issue is May 26. 


HOME AND FARM FREEZER SPECIFICATIONS 


Again in 1952 this HOME AND FARM FREEZER SPECIFICATIONS ISSUE will become 
a sales tool of unusual and considerable value to every distributor, dealer, and salesman for 
increasing sales in a competitive selling, selective buying market. 


And because of its great value in actually making sales, the “FREEZER 
SPECS” issue will not only be read with extra care, it will be used as 
reference constantly throughout the year. 


We believe that manufacturers will recognize the tremendous impact their 
own freezer advertising will have in this issue. 


ISSUE... 4) 26 


No Inerease In Rates 


AIR CONDITIONING & 
REFRIGERATION 


Advertising Closes May 16 


WE SUGGEST YOU SCHEDULE YOUR FREEZER ADVERTISING IN THIS MAY 26 ISSUE AS SOON AS POSSIBLE 
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PATENTS 
Week of March 11 
(Continved) 


serv’) 6 AUTOMATi:: LIQUID CAR. 
Wey e644 Beymond 
VYoungttew+. Otic, sesignors 

Dispensers tue, Canfield, 
Onie. Application Feb. Gh 1048, Serial Mo 
1.28. 1) Claim (01 yt 7 


. $ atending net 
J aid ' , ¥ hownward ' 
‘ tho har 2 nipact 
' we mt : ! ak 8 Mmetor 
| » for furni@ing water snder 
i ’ ” . ite ve 
. ; ’ ; f the pers 
f sd ome \ v aid 
whe hing ~ \™ i thet We ante 
( diehere f « rilace of th 
aot vid sk @ ‘ t sbetantially 
' from 1 per hers stlin f 
said f where! mh operation of 
aurd pueng he water said tank te 
' P f nie . i » re mu 
. ’ ' i acl fitact with 
“ nd net thiraw at tron 
sed water fro ' ne porthor f 
1 tank 
eee" MILA CAN COOLER. Haroid 
W. Houseweart, Bento, Pa. Application 
Mey 11, 10468, Serial wy 2,723. 3 Claime 
(OC), 267.74) 
‘A * in the form of 


‘ unite atta hereon netructed fot 


teary ertionm int ans withdrawal from 


NEVER TOO BUSY 


ROBERT ©. WEBBER 


Robert ¢ Webber Pree 
Appliance Co In on minent 
ate dealer Indianageiis, says 


I look forward ¢ eiving the AIR 
UNDITIONING & HeFRIGERATION 
NEw Nega: dieas 2! how busy I 
may be | read the NS WR from cover 
tw over 


Webber 
appli 


* 
it te a lot of conmtolation to know 
hat I can keep abreget of the entire 
Refrigeration induetrs without leaving 
my office ‘ 
. 
wrth 
: 


leot twee ts the price! 


AiR CONDITIONING & RPORIGERATION NEWS 


The Newspaper ot the lnduetry 


AIR CONDITIONING & REFRIGERATION 


* Standard milk an 


euppoTting elem 


mprieing « faed 
mt in the form of « stand 


ard a tr « milk an provided with 
U pening . ha head rvtatabiy 
nied in eed ning « @eling tube 
feed to said cooling head and eatending 
. 
dl . 
* 

U7 the ft retary etir 
ring metion thereis ar rutlet onduit 
for th olant from said “ling tube 
ar niet nadult for fluid olant under 
pr mure ned oe are 1 welled paseage 
' aed ' aaid na ohhead lirectly 
ne ne aid intet mduit t aaid 
tube eaid angled walled paseage 
liepowed at af path 


angie to the 


ant and to 

f rota n f the cooling head 

y the ' ming vlant a directed 
said w reating an tmpulse and 
rotating the angled purnaxe 


attached cooling tube 
omurrentiy etir and cool the liquid 
nh the can 


2588.94 BEFRIGERATOR CONSTRUC. 
TION. Boy EB. Travis, Dearborn, Mich. 
Application Mov. 12, 1949, Gerial Mo. 
196,046. 2 Claims. (Cl. @—117.) 


1 In combination. a raised wheel en 
clowure of general rectangular crose-see 
tion projecting int the interior of a 


house trailer and extending longitudinally 
thereof « refrigerator cabinet mounted 
upon said enclosure and consisting of a 
hollow storage housing f general re 

tangular cross aection throughout ita 
width a second forwardly arranged hous 
ing f general rectangular crose#-section 
lepending downwardly from the forward 
portion f eald storage housing through 


out ite width to define 4 clearance space 
f rectangular ross gection throughout 
the housing extending to the bottom of 
said second housing and behind said se« 


nd width f aid cabinet below said stor 


sme housing extending to the rear of aaid 
rae housing to cooperatively receive 
nid wt enc hour » refrigerating me 
haniem within said second housing, and 
+ front panel on aaid second housing, the 


of being upwardly cut 
‘wa defining an air opening to the in 
terior of sald aeecond housing 


$909,091. METHOD OF AND APPARA. 
TUS FOR CONTROLLING TEMPERA. 
TURE OF TRAILER CARGO AND THE 
LIKE. Rollin F. Allyne, Denver. Colo. 
Application Jan. 14, 1950, Serial Bo. 139.. 
a7e. 7 Claims. (Cl. @-—01.5.) 


1 Apparatus for 
perature f 
omprising « wall 


controlling the tem- 
trailer cargo and the like 
defining « space at 
the forward end of said trailer or the like 
said wall being spaced from the bottom of 
said trailer and having at least one air 


diechar ge pening adjacent the top a 
refrigeration unit for emoling air to a 
temperature below that of the desired 


temperature of sald cargo, sald wall being 
insulated between «aid unit and said 
enclosing sald unit and 
onnecting with 


care heans 
including an upper bell 


} » duet said means being tnesulated on 
the side adjacent said tratier front and 
spaced therefrom to form «4 passage ” 


gate in said duct movable to different 
positions in one of which air is permitted 
to be drawn around said unit to said 


a 
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Conprriontne “& Reraicernarion News. Published every week 
rings vou latest news and vital information on household 
refrigeration, 
manufacturing, distributing, retaili 


dil in coupon and mail today 


AIR CONDITIONING & REFRIGERATION NEWS 
480 West Fort Street, Detroit 26, Michigan 


Gentlemen Sand the NEWS for one year. 
Bill me [] Bill the company 


Zone 


paper in the Industry —Aim 


air conditioning, 
g. servic: 


$5 per year, 52. issues. 


4-28-52 


Da ee ee ee 


NEWS, 


APRIL 28, 1952 


PROCUREMENT INFORMATION 


The following is « list of proposed procurements issued by the 


various indicated U. 8. Government procurement offices. This 
list 2 compiled and made available daily on « free pick-up basis 
Prospective bidders may obtain complete bid sets by & request 
te the purchasing office under which the purchase is listed in 
thie Synopsis, Be sure to identify completely the bid invitation 
you wish by including in your request the item description, the 
invitation sumber or reference number and the opening date 
This will save time in filling your request For reasons of 
economy. specifications are normally not included with the bid 
invitations unless the specification is a new one. First time 
bidders on « particular item should request a copy of applicable 
specifications and drawings at the time the request for a bid 
is made 


DEPARTMENT OF DEFENSE 


It ia# not necessary to refer solely to the issuing office for 
additional data on a bid invitation issued by any of the follow- 
ing U. & Army Ordnance Offices: Ordnance Tank Automotive 
Center, Detroit Arsenal, Frankford Arsenal: Picatinny Arsenal 
Raritan Arsenal Rock Island Arsenal Springfield Armory 
Watertown Arsenal. and Waterviiet Arsenal. Complete informa- 
tion on any purchase listed by any of those offices alone can be 
»btained from the Ordnance District Office nearest you. Its ad- 
dress is on file in your nearest Department of Commerce Field 
Office. Do not ask an Ordnance District Office for information 
on @ purchase unless it is listed by one of the above-named 
offices. Ordaance District Offices deo not have information on 
any other purchases. 

Invitations for Bids numbers will be followed by the letter 
h Requests for proposals or quotations will be indicated in 
this column by the letter “Q" or. if numbered, the number 
will be followed by the letter “Q.” 
Opening 
Pate 


Cc Depot, Quartermaster Purchasing 
Sivtebe, } a Diinois 
Refrigerated warehouses 29 «a 52-1352B 12 May 52 


prefabricated 
spec MiI-R el 


Description Quantity anvijation 


Philadelphia District Of Engineers, 121 North Broad 

ruee hia, Pennsy — = 

Air tioning an w» Eng - 36-109 ») Apr 42 

y wee power 52-438 

16 horse power 5 

Fan air circulating 4000 Enk 36-108 1 May 52 
desk and wall type 12-340 

Fan air circulating 2h Gee 35-108 1 May 52 
floor type 52-341 

Switch White Rodgers 2h) Eng -36-100 3) Apr 52 
ele type » 5 fash 

Command General, Columbus General 

Colambas 15, Ohio 

Refrigeration parts for var 
special purpose vehicles 
0 line itema 

District Public Works Officer, Eleventh Naval District, 

San Diego, California 

Air condition telephone Job SURE 15 May 52 
Exchange 


Bk ide MB CJHP 


Oceanside, Ca 


duct and in another position air is drawn partment, 
inte said duct from the passage adjacent on all 

said trailer § front a blower disposed them. a 
above said unit and having an air intake 
at said duct and a discharge conduit con 
nected with the discharge opening in said 
wall ind means for moving said gate to 
different positions in accordance with the 
temperature in the cargo space 


Week of March 18 


2,589,308. REVERSIBLE HEAT PUMP 
CYCLE WITH MEANS FOR ADJUSTING 
THE EFFECTIVE CHARGE. Neil BE. Hop- 
kins, York, Pa., assignor to York Corp., 
York, Pa. 


sides except 
secondary 


exchange 


. 
j 
mere 9 
; ) 
+ + e+ 


rator portion in 


Pe - 
1 A reversible heat-pump circuit com- oe tee 
prising a first surface heat-exchanger 
capable of operating selectively as an 
evaporator or as a condenser; a second 
surface heat-exchanger capable of oper- 
ating selectively as a condenser or as an 
evaporator a long-path flow restrictor 
affording a reversible liquid-flow connec 


erant 


having a condenser portion in direct heat 
relation 


with said low 


perature compartment liner and an evapo- 
direct heat 
relation with said high temperature com- 
partment liner, and a primary evaporator 
maintained in heat transfer relation with 
temperature 
whereby it cools both the low temperature 
compartment and = the 


GENERAL SERVICES ADMINISTRATION 


Description Quantity Befescase . Bid 
Xe. 
Business Service Center, Region 3, Services Administra 
tion, Seventh and D Streets S.W.. W D. Cc. 
Modulating motorized valve 2 ea 4H-11606R 5-5-52 
assembly complete with low 
voltage transformer and 
controlling thermostats 
Humidistats 2 
Steam humidifiers 4 
Pressure reducing valves 2 
Air conditioning unit Job 
masonry pointing 430 E St GS-R3- 1542 4-23-52 


N.W. South and Administration 
c 


Bidg.. Washington, D. Publis Buildings Service, 
Services tion, 
isth and F Sts, 0.W., W 25, D. C. 
Laboratory and refrigeration Job 8-070 5-13-52 
equipment, ete. at horticultural 
field station. U.S. Dept. Agric., 
Orlando Florida Laboratory 
equipment as follows, metal 
casework, storage cabinets & 
shelving furne hoods tables & 
soapstone sinks. Refrigeration 
equipment. cork inaulation and 
refrigerator doors 


CONTRACTS Cyeony THROUGH APRIL 18 
_S Army, Philadelphia District, P.O. Box 


1, 
1 ton, skid mtd couipment only gasoline driven cake 
type. First echelon set.—28 80.—Reco Products Div.. En- 
gineering Corp. 150 Nassau a _ = York 3% N. ¥ 
Administration, Service Center, 
. Hudson Street,, New York 13, NW. Y. 
103-Rental and installation of water coolers.—3-17-52 to 6-30-52, 


gases quan.—Glen Summit Springs Water Co., Inc., 1000 Rutter 
. Forty-Fort, Pa 
108" Rental and installation of water coolers.—3-17-52 to 6-30-52 


Indet Great Bear Spring Co., 45 East 17th St.. New 

ork 3, ? 

106-Rental and installation of water coolers.—3-17-52 to 6-30-52. 
Indef wee The Charlies E Hires Co... 36 8S. Mth St.. Phila- 
deiphia, Pa 


quan 
.. = 


, California 

Replace air conditioning units, FH area; purchasing and install- 
ing 124-3000 GFM at \” external static pressure evaporative 
coolers for the Normac Houses; also installing a Gov't fur- 
nished 3500 CFM \” S.P. evaporative cooler for bidg. 1013, and 
ere hasing and installing two centrifugal roof exhausters for 


vidg. 931. Naval Ordnance Test Station, Inyokern, China Lake, 
Calif. Eleventh Naval District.—Job, $47.171—Main Cornice 
Works 24 N. Main St.. Los Angeles, Calif. 

Navy Department, Fourth Naval District, blic Works 

Department, Naval Sta elphia 12, 

Air condition second floor and part of first floor, bidg. #1, 
Naval Base. Philadelphia.—Job, $46,721.—Penna. Air Condition- 
in Co., Parkside & Belmont 


Philadeiphia 4, Pennsylvania. 
Ly Supply Office, 700 Robbins Ave., Philadelphia i, 
Penasy 


vania 
Refrigerators reach-in, ship-board.—333 ea., $190,921.—Bally Case 
& Cooler Co., Bally, Pa. 
Blowers: portable type 240 ea., $30,048.—Ideal Industries, Inc., 
1000 Park Ave., Sycamore, Ulinois. 


means for insulating both liners 
the space between 
refrigerating 


eee st 


Se GO GO OROT ET OI IP | 


~ LAPSUS ae 


system r 


tem- 


exchange 


compartment liner 


secondary refrig- 


tion between said heat-exchangers; com- a nl. 
pressing means interposed between said 
exchangers and completing said circuit, 
said compressing mean including revers 
ing means whereby the compressing means 
may be caused to draw refrigerant from 
either of said heat exchangers while de 
livering itt at a higher pressure to the 
other heat exchanger, the thermal char- 
acteristics of the cireuit being such that 
one of said directions requires for efficient 
operation a larger effective 
the other a smaller effective charge of 

refrigerant in the cireuit refrigerant in 

said cireuit in quantity corresponding to 

eald larger charge a receptacle whose 

volume equala the difference between the 

liquid-phase volumes of said charges 

said receptacle being #0 located as to be 

subject to the temperature of that heat L 
exchanger which functions as a condenser | 
when the larger effective charge is 
needed and a two-way flow connection 
between said receptacle and the circuit 


(Cl. 68—117.3.) 


charge and oF 


“ 


1 A refrigerator 


| e 
Lhe ¥ 


& corp 

mal application July 14, 1943, Serial 
No. 494,629. Divided and this eo." 
June 16, 1950, Serial No. 168,597. 4 Claims. 


comprising a 
which forms a low temperature compart- 


. ADVERTISING in Air Condition- 

. ing & Refrigeration News isn’t a 
one-time shot for the biggest and 
best names in our industry. Rather, 
it’s a lifetime wedding. 


Occasionally an advertiser is lured 
momentarily by a “quickie” propo- 
' sition. (Example: “We ‘reach’ more 


bald-headed dentists than The 


liner 


r es 
LS. ees _~-—— ment, a second liner spaced from the first a aa / a a — 
, borg. liner which forms a higher temperature seldom lasts long. n due time he 
Tecumseh, Mich., assignor, by mesne as- compartment the second liner being & 
signments, to Treseo, Inc. partially encompassed by a spaced sheet Teturns to our fold for keeps, be- 
which forms with the wall of the liner 


brine 
system 


a eutectic 
frigerating 
frigerant 
evaporator coil 


1. A separating and dehydrating wnit in relation 
cluding in combination an elongated partment 
tubular casing having a vertical diameter heat 
greater than the horizontal diameter and 
having sealed end walls, inlet and outlet 
ports at the ends of said casing above the 
longitudinal axis thereof, acreens covering 
said ports, and dehydrating material filling 


absorbing 


tank as a secondary re- 
and a 
cireulating 
said primary 
coll having a portion 
with the low 
liner and 
relation with 
portion of the eutectic brine tank 


(To Be Continued) 


cause he finds cut that most of his 
good customers really read (and 
trust) The News. 


The Air Conditioning & Refrig- 
eration News “family” of loyal paid 
subscribers provides a_ satisfying 
and active home for successful 


primary re- 
having an 
evaporator 
in heat absorbing 
temperature com- 
another portion in 
the upper 


system 


the lower portion of said casing when 
said casing is positioned with its longi- 
tudinal axis disposed horizontally 


2.508,548. TWO TEMPERATURE RE- 
FRIGERATOR. George K. Iwashita, Nut- 


ley, B. J. to Admiral 
1 A refrigerator comprising «a liner 
which forms a low temperature compart- 


ment, a second liner spaced from the first 
which forms a higher temperature com- 


NEW PRODUCTS? 


Turn to “What's New” Page for 
Useful information on new products 


Use Key No. for fastest service. 


manufacturers in our highly diver- 
sified industry. Many of our adver- 
tisers have been steady customers 
for a long, long time. Newer adver- 
tisers are finding out why. BUSI- 
NESS NEWS PUBLISHING CO., 
450 W. Fort St., Detroit 26, Mich. 
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HOW HERMETICS ARE CHANGED FROM SO: TO ‘FREON-12° 


Nord Hermetic Co. 
1701 San Leandro Bivd. 
San Leandro, Calif. 
Editor: , 

Since my last correspondence with 
you we have expanded our opera- 
tion by adding our own motor wind- 
ing department, thereby doing all 
our own hermetic stators which has 
enabled us to give our customers a 
faster service. 

This also has the advantage of 
having all of our repairing operations 
under our own supervision, thereby 
making it possible for us to control 
the quality of our product from start 
to finish. 

We have also added additional 
equipment to our shop so that we 
can rework all makes of household 
hermetic units. 

We have read with interest the 
many articles written by Paul Reed 
and published in AIR CONDITIONING 
& REFRIGERATION News. The infor- 
mation contained in his articles have 
many times been helpful to us. 

We Renna to wer to his article 


entitled, “Changing from Sulphur 
Dioxide to ‘Freon-12,'" appearing in 
the March 31 issue of the News. We 
would like to comment on the para- 
graph covering hermetic units. 

We cannot agree completely with 
the information Mr. Reed has sup- 
plied on the changing of household 
hermetic units from Sulphur Dioxide 
to “Freon-12." As you probably 
know, we have been doing this on 
Norge units for over three years in 
Detroit and on the Pacific Coast. The 
results have been highly satisfactory 
and the operation in the customers 
home has been good in all ambient 
temperatures, from those encountered 
in the wintertime, to those en- 
countered in the Imperial Valley, in 
the summertime. 

We know of at least one major 
manufacturer, operating a _ repair 
station on the Pacific Coast, that has 
made it a general practice to convert 
all their SO, hermetic units to 
“Freon-12" operation without any 
major mechanical changes to the 
system. I believe they have been 


PU RCHASING AGENT geeks connection 
with manufacturer or distributor of re- 
frigeration or air conditioning products in 
New York metropolitan area. Twelve 
years’ experience procuring steel, other 
metals, tubing insulation, condensing 
units, numerous other refrigeration com- 
ponent parts. Popular following with sup- 
pliers related to the industry. Formerly 
employed by nationally known manufac- 
turers of freezers, refrigerators, display 
cabinets and soda fountain. Age 34. family 
man, excellent references. Available at 
once. BOX 3981. Air Conditioning & Re- 
frigeration News. 

EXPERIENCED > AIR” conditioning service 
and installation man specializing in Chrys- 
ler equipment looking for a position in 
southwest, preferably Texas. BOX 

Air P Conditioning & Refrigeration News 


G “POSITIONS AVAILABLE 


REFRIGERATION ‘LABORATORY > tech- 
nician. Must be experienced in all phases 
of refrigeration. Knowledge in the use of 
instruments and testing procedures re- 
quired. Experience in development tech- 
niques helpful, but not essential. Paid va- 
cation, hospitalization and group insur- 
ance. Apply in person at employment 
office for interview. KOLD-HOLD MANU- 
FACTURING COMPANY. 735 East Hazel 
Street, Lansing, Michigan. 


REFRIGERATION AND air-conditioning 
service men, experienced. Good pay, per- 
manent position. Write or call THE 
PIONEER REFRIGERATION COMPANY. 
817 N. Howard Street, Baltimore 1, Mary- 
land. Vernon 5790. 

SALES ENGINEERS— ‘Experienced in » air 
conditioning and refrigeration—for West- 
inghouse Electric Corporation, Air Condi- 
tioning Division, sales offices in midwest. 
Reply stating full qualifications, experi- 
ence and salary to BOX 3926, Air Condi- 
tioning & Refrigeration News. 


THE LARGEST commer ial and ¢ air con- 
ditioning manufacturers’ distributor is in 
need of an experienced commercial and 
air conditioning salesman and an experi- 
enced installation and service man to work 
for dealers in the southwest, fastest 
growing part of the country. BOX 3980, 
Air Conditioning & Refrigeration sows. 
EQUIPMENT FoR SALE 


NEW—'s and ly- hp. ope n type refrig- 
erating units, air cooled. Price: ‘ hp.- 
$84.24: % hp.-$102.60. These units are 


equipped with Chieftain compressor bodies 
and Century capacitor type motors with 
built-in thermal protection. Freight al- 
lowed on quantity orders of 10 units or 
more, may be assorted sizes. Write for 
literature and specifications. ARCTIC- 
AIRE, 1621 Grand Ave.. Kanens City Mo. 
SOFTIE MACHINES— Money “making con- 
tinuous freezers for soft ice cream or 
frozen custard, famous make. Two are 
new in original crates, two used in good 
condition. Back in service so must sell at 
real sacrifice. This is really too good to 
miss! Write Lt. P. F. BERNHEIM. 2324 
Humbolt Ave., El Cerrito 9, Calif. 


FOR SALE 80 ton "cooling equipment as 
follows: with magnetic starters and auto- 
matic controls; 2 Frick 4 cylinder —— 
comovressors 44 x 4), Model F.W.- 
2” HP—208 volt—3 phase—60 enn 
173) R.P.M. motors; 5 Aero fin coils, 4 
pipes deep. 18 pipes high 81" x 26”: 1 
80 ton Buffalo fan 33” x 42” delivery 20.- 
000 C.F.M.; 3 new American coils model 
20300. BOVAL REALTY CO., 312 38th 
Street, Union City. New Jersey. 


BARGAIN PRICES on air conditioning 
equipment. 1 Westinghouse compressor. 
model CLS-415, HP, 208V. 6 cycle CYC 3- 
Ph; 1 Westinghouse evaporative condenser, 
model EV-415, complete with 220V, 3-Ph, 
6)-cyc motor and receiver; 1 Deming 
pump, FIG. 412, 36 GPM. 15 ft. head. % 
hp. 110V; 1 coil—44” x 12", four rows 
deep: 1 coil—44” x 18”, four rows deep. 


| Richmond, Va. Call, 


| SACRIFICING 18 cu. 


| ings on units and parts, 


| rebuilt 
| $160 each. F.O.B 


All above equipment is 
remote 10 ton system 


matched for a 
Also available, the 


following seif-contained units: 1 Westing- 
house Unitaire 5 hp, 208V. 3-ph, @ cy 
complete with heating coil; 1 Worthing- 


ton 5 ho, 208V. 3-ph, 60 cyc 
5 hp, 208V, 3-ph, 60 cyc 
has been used but is in good condition 
Reason selling: In our remodeling pro- 
gram we are installing a central system 
This equipment can be seen at B. T 
CRUMP COMPANY, 1310 E. Franklin St., 
wire or write H. A 


1 Brunner 
This equipment 


Pohlig—7-1941. 


ft. display freezers 
with superstructure and Thermopane glass 


| sliding doors. Only $371 each, fob. New 
York. List price $714.For complete details 
write or call MANN REFRIGERATION 
SUPPLY CO.. 440 Lafayette St. New 
York, Gramercy 3-8000. 
$52 BU Ys standard brand \-HP open 


type or sealed type complete units. Other 
sizes up to 3 HP. Write for complete list- 
including Klixon 
overload relays @ 18. MANN REFRIG- 
ERATION SUPPLY CO., 440 Lafayette 
Street. New York 3, N. Y¥ 


FOR SALE—2-RK 15A US. Air Co. 15 
h.p. air conditioning units with evapora- 
tive condensers built in. Used two seasons 


| Guaranteed to be in perfect working con 


dition, $2,000 each. 3-3HS4 Worthington 
7% hp. Freon bare compressors 
our warehouse. OLSON 
1709 E. Columbus Drive 
Indiana. 


CORPORATION, 
East Chicago, 


F12 LOCKER equipment. 2-5 horse 220/3,/60 
compressors. Mills & Worthington 1- 
Trane J3 Condenser. 5-% horse Rex blow- 
ers WD903. 6-Brewer-Titchener assembled 
plate banks 6 plates high, 11x120. Attrac- 
tive price for lot. H. A. SIMPSON ENGI- 
NEERING SERVICE. 360 So. Main St. 
Memphis, Tenn. 


FOR SALE—brand new % H.P. hermetic 
compressors. Model S-88 -8%” high. Com- 
plete with relay and overload $44.50. Send 
for your list on driers, valves, belts, pres- 
sure controls, fittings, relays. Supplies 
and parts at great savings. Sold on money 
back guarantee. WALTER W. STARR, 
2833 Lincoln Ave.. Chicago 13, Iilinois 


%, and % h.p. Tecum- 
seh and %& h.p. Universal open type re- 
frigeration units complete. Cold plates 
sizes 12 x 62 and 14 x 2%; Penn ther- 
mostats range -5 to plus 40° expansion 
valves, dehydrators. All items new and 
priced low. For information write UNI- 
VERSAL MILKING MACHINE DIVISION, 
Albert Lea, Minnesota. 


ESTABLISHED COMMERCIAL refrigera- 
tion & air conditioning business for sale 
Distributor for nationally known lines. In- 
ventory approximately $10.000 plus trucks, 
tools & equipment. In the northwest, west 
of the Rockies in city of 150.000 popula- 
tion. Reason for selling, health. 1951 sales 
$125,000. BOX 3979. Air Conditioning & 
Refrigeration News 


FOR SALE—new \. 


APPLIANCE AND commercial “refrigera- 
tion business for sale. Growing community, 
forty miles from San Francisco & Oak- 
land. Leading brand franchises only. Ex- 
cellent year ‘round climate. For further 
information, write BOX 3983. Air Condi- 
tioning & Refrigeration News 


NORGE SE SEALED units ‘remanufactured or or 


| exchanged. Immediate delivery from stock, 


| 2 year warranty, Freon refrigerant. 
| for 


Write 
prices and shipping instructions 
Genuine Norge terminals for Norge sealed 
units. Set of three, $1.15 plus postage. 
MODERN REFRIGERATION CO., INC. 
12541 E. MecNichols Road, Detroit 5. Mich- 


igan. 

| OLD ESTABLISHED manufacturer of 
commercial refrigerators interested in 
building a line of equipment for you 


| under your brand name. For particulars 
| write BOX 3970, Air Conditioning & Re- 


frigeration News. 


© 


doing this for at least five years that 
I know of 

Since we have taken on the re- 
manufacture of all makes of hermetic 
units, we have used “Freon-12” in 
some of the other makes with excel- 
lent results. 

There is one thing we would like 
to point out, and that is we do dis- 
assemble every system completely 
and thoroughly flush and clean each 
part, plus rewinding the motor with 
a heavier winding to compensate for 
the additional power required to op- 
erate with “Freon-12.” 

From actual experience we find 
that most manufacturers did put 
motors in the systems with an ample 
quantity of iron which makes it 
possible to step up the horsepower. 

According to Mr. Reed, this should 
figure approximately 50% although 
we find in actual practice the wattage 
increase is only about 20% when 
comparing the operation of “Freon- 
12” against SO». 

We have also made it a practice 
to use the heavier oil as suggested 
by Mr. Reed as well as changing the 
capillary tube. We have always tried 
to balance the length of the capillary 
tube with the individual system, al- 
though I understand there is a com- 
pany in New York selling a standard 
length capillary tube which they 
claim will fit all applications and 
several refrigerants including SOs, 
“Freon-12," and “F-114." We have 
not had any experience with this 
particular capillary tube and wonder 
if it is possible to cover such a 
broad range of applications with one 
length and size of capillary. 

We are merely passing the above 


on to you for what it might be worth, 


} 


based entirely upon our own field ex- 
perience, and wish to add we believe 
Mr. Reed has done a wonderful job 
in supplying the field with helpful 
information and are looking forward 
to other articles of a similar nature 
that will help the average service- 
man. 
PAUL KUNKLE 


AIR CYCLE COOLING USES 


ADIABATIC PRINCIPLE 


The Trane Co. 
La Crosse, Wis. 
Editor: 


I read with interest your article in © 
| the March 31 edition of AiR COoNDI- 


TIONING & REFRIGERATION NEWS en- 
titled “How Industry Has Met Prob- 
lems of Providing Cooling for Jet 
Fighters at High Speeds.” 

I was particularly interested in the 
parenthetical notation indicating that 
at some time in the past you had an 
article describing the air cycle re- 
frigeration which makes use of the 
basic principle of adiabatic cooling. 

Can you let me know the date of 
the issue featuring adiabatic cooling, 
in order that I can get that copy 
from our library and read it? 

HARRY CASE 

Answer: The previous articles on 
air cycle refrigeration to which you 
have reference are probably the ones 
published in the Jan. 21, 1946 and 
Oct. 7, 1946 issues of AIR CONDITION- 
ING & REFRIGERATION NEWS. 


HOW DO YOU SET UP 
APPLIANCE ASSN.? 


Graber’s 
Hutchinson, Kans. 
March 15, 1952 
Editor: 


The appliance dealers of this city | 


are considering an association. 


We would appreciate your judg- | 


ment and advice as to how to formu- 
late a concrete plan and regulate 
same. 

If possible I should like to have 
the fundamentals used by other as- 
sociations. We believe that some type 
of organization will be beneficial to 
dealers and customers alike. 


J. F. BoYeRsMITH 


‘BOTH FEET’ GAVE HIM 


THE RIGHT ANSWERS 


Graber’s 
Hutchinson, Kans. 


March 17, 1952 
Editor: 


After reading Chapter 24 in “Both | 


Feet on the Ground,” 
answer to many of the questions I 
asked in my letter to you of March 
15. Please disregard my letter unless 
you have more suggestions for our 
benefit on the subject. 


J. F. BOYERSMITH 


I have the | 


31 


FF DISTRIBUTOR, GROCER, 
CASE DEALER COOPERATE 


Arthur L. Stone Co. 
Erie, Pa. 
Editor: 

We have read your article in the 
March 24 issue of the News about 
the frozen food meeting and the dis- 
cussion held there, and we would 
like to get into the act 

The same problem as described in 
your article exists in Erie as any 
place else but our solution has been 
as follows. In as much as in any 
sale there are three people involved, 
we work like so. The grocer, the 
frozen foods distributor, and the re- 
frigerator man. If the frozen foods 
man sells the freezer, he must ar- 
range with an outside serviceman. 
We sell the equipment with installa- 
tion, guarantee, and free service and 
all the things the independent service- 
man does; and pay the frozen foods 
company a commission and grant the 
grocer a special price, through our co- 
operating frozen foods company. 

This way the frozen foods man 
talks our case, but does no actual 
closing. He refers the prospect to us 
and we sell as any commercial sale. 
We can recommend better sizes and 
locations and also better help the 
merchant than can a frozen foods 
man with one size and style cabinet 

It also gives both of us, the frozen 
foods man, and ourselves, two sales 
organizations to work with and is 
mutually profitable and seems to us 
better for the three people involved. 

After all, the frozen food man says 
he wants to sell frozen foods and we 
want to sell refrigeration so what is 
a better solution than to each stay 
in thelr own mane, but help each other 


do a better job of supplying 
mutual customer, the grocer 

We hope we are not out of order, 
in this letter, but it seems to us, with 
our experience, that the frozen foods 
men are approaching their problem 
from the worst angle, and we feel we 
should speak out 


dur 


Jack F. STONE 


DEALER WANTS NO PART 
OF FREEZER-FOOD DEALS 


Portiand Fixture Co. 
Portiand, Oregon 
Editor: 

In your most recent issue you tell 
about the “Freezer-Food” tie-in, cut- 
throat, chiseling idea that seems to 
be spreading from coast to coast 
You mention that “this idea origi- 
nated in Los Angeles.” This jatter 
comment was unnecessary to inform 
the West Coast reader, for they all 
know that when a super-duper, col- 
losal, cut-throat, price cutting idea 
shows up, it began in Los Angeles 

We trust that the food dealers wil! 
all take up the idea and individually 
stop all purchases of either frozen 
foods from the participants as well 
as all appliances whose dealers and 
manufacturers help it along 

Beware of boycott! No, just do it 
individually. I, for one, will refuse 
to buy, as a consumer, any product 
that is handled in this manner 

We have seen the ice cream com- 
panies and milk companies take over 
and ruin the refrigeration business 
here and in many other parts of the 
country. Should we stand idly by and 
see the same thing done by the 
freezer manufacturers and frozen 
food processors’? I say no 

EMERY EF. WILSON 


through these 


me ww cost-cutting developments 


atomized air — Eliminates waste. Gentle circulation of 
moisture-conditioned refrigerated air around the merchan- 
dise in the display well, without dehydrating blast, guards 
the appearance and freshness that wins sales and produces 


fast turnover. 


directional flow — Eliminates costly spillage. Controls 
and confines flow of atomized air to display well. There is 
no loss of refrigerated air out of the case into the store area 
— no costly spillage to cause constant overtime work for the 


condensing unit. 


re-circulated air— Saves more than 15% running time. 
After air moves across the display well it is drawn back to 
the refrigeration coil, where only a slight lowering of the 
temperature is required, so that it can be used over and over 
again. This saves as much as 15% running time and per- 
mits the greater economy of a smaller, less costly con- 


densing unit. 


SHERER users 
have saved as 
much as &210.00 
a year per 10’ 
display 


plus: Sherer's famous “ Automatic 
Selling’ features of design such as 
“wide angle visibility” and giant 
“panoramic” display wells that will 
increase the volume of unplanned 
sales . Sherer Distributors sell 


more because they have more to 
sell. 


WRITE FOR 
FRANCHISE 
INFORMATION 


100 on of experience jn 


food merchandising more” 
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1-Year Warranty-- 


(Concluded from Page 1, Column 5) 


“manufacturers have overlooked and 
are continuing to overlook the detri- 
ment to the buying public and to all 
the marketing levels below the manu- 
facturer in this race 

“Manufacturers, as do others, must 
face their competition, but .. . they 
must never overlook the ultimate re- 
sult of their actions. 


“In the opinion of RACCA, the 
activity of manufacturers in this 
warranty race will only lead .. . to 
ruinous competition among the manu- 
facturers and will deal severely with 
the welfare of the consumer, the 
distributor, the wholesaler, and the 
contractor.” 

Foreseeing such results, the asso- 
ciation said, it passed a resolution at 
its recent annual meeting in favor 
of a one-year limit on warranties. 
RACCA added that many complaints 
about the effects of long warranties 
adopted by some manufacturers have 
come into the national office. 

The association observed: “RACCA 

ean only see pain and distress 
to consumers when such a policy is 
allowed to spread and ultimately will 
cause the refrigeration industry to 
fall into disrepute.” 

A letter explaining RACCA'S posi- 
tion in this matter has been sent to 
all national manufacturers, industry 
associations, and trade publications 
by George T. Howe, chairman of the 
Trade Relations Committee. The let- 
ter said: 


“We have watched with alarm the 
growing tendency by manufacturers 
of air conditioning and refrigeration 
equipment to advertise a five-year 
warranty on their products. 

“We feel... that it is a step that 
should not be taken. We would like 
to point out the various reasons why 
we feel this way: 

“1. It creates in the customers’ 
minds a false feeling of security, 
even though the warranty is fully 
explained to them at the date of sale, 
and when difficulty is encountered 
after the first year they expect free 
parts and, in some instances, free 
labor. 

“In their anxiety to get something 
for nothing, they will argue with the 
contractor, while the manufacturer 
who was the cause of the dispute 
goes blithely on his way to dream of 
other schemes to sell his equipment. 

“2. The manufacturer reserves the 
right to reject the equipment if upon 
inspection it proves the unit has been 
subjected to abuse. This, again, is a 
source of ill feeling between the cus- 
tomer and the contractor. 

“3. The universal adoption of the 
five-year plan will be of no benefit 
to the manufacturer, and only the 
originators of the idea may benefit 
for a short period of time. When 
these benefits disappear another 


LOOK TO 


refrigeration equipment 


This compact cube maker utilizes 
every bit of its space to produce and 
store more and more perfect ice 
cubes ... no complicated mechanism 
to steal production and storage room 
. «+ fe moving parts to wear out... 
no service headaches .. . designed 
with economy in mind, it’s every inch 
a beauty .. . 1025 cubes plus 336 
cubes in trays. 


SUPREME BOTTLE COOLER 


Economy and efficiency team up to 
make this low price, high quality 
cooler more and more popular in 
schools, restaurants and hotels where 
refrigerated storage for milk and 
other dairy products is needed. At- 
tractively finished in biue baked finish 
with stainless steel lids . . . 3” Fiber- 
gias insulation . . . Model 461 illus- 
trated. 


WRITE TODAY 


LA CROSS 
COOLER CO. 


LA CROSSE 


for the best in commercial 


manufacturer may step forward with 
a 10-year or 15-year plan, again caus- 
ing the industry to follow suit. 

“4. The return of defective parts 
to the manufacturers seems to create 
ill feeling between them and the con- 
tractor 

“It is our contention that the war- 
ranty period should be lowered rather 
than raised and the maximum war- 
ranty period set at 90 days. This 
should result in a lower cost to the 
contractor who, in turn, could pass 
on this saving to the customer.” 


Warranty Service Can Get 
Uniform Ceiling Price 

WASHINGTON, D. C.--A special 
regulation added to Ceiling Price 
Regulation 34 now permits a manu- 
facturer who introduces a new prod- 
uct or a new model of an existing 
product to apply for a ceiling price 
for the new wholesale labor warranty 
service to be furnished with the sale 
of this commodity. 

This action, which became effective 
on April 28, will relieve individual 
retailers and distributors from filing 
requests for ceiling prices to cover 
these new warranty services, when 
they are handled by central service 
stations 

The new supplementary regulation 

No. 16-—-only applies where the 
manufacturer has customarily set or 
proposed uniform prices which were 
uniformly adopted throughout the 
United States for its wholesale labor 
warranty arrangements. 

Wholesale labor warranty arrange- 


ments refer to situations where the @— 


manufacturer has relieved the indi- 
vidual dealer of responsibility for 
warranty service and has turned it 
over to a central servicing organiza- 
tion, or station. 

To take advantage of the new rule, 
the manufacturer must apply for the 
uniform ceiling price and cannot put 
that price into effect until he gets 
specific approval by the Office of 
Price Stabilization. Ceiling prices 
for these warranty services must be 
in line with the level of ceiling prices 
established by CPR 34. 


Automatic Washer Prices 
Reduced $30, $50 by G-E 


LOUISVILLE, Ky.-—Reductions of 
$30 and $50 in the prices of its auto- 
matic washers have been made by 
General Electric Co., according to 
Cc. E. Anderson, general manager of 
the home laundry equipment depart- 
ment. Price of deluxe model AW-5B6 
was lowered from $379.95 to $349.95 
and that of model AW-5B4 from 


$349.95 to $299.95. The latter model | 
has been made a part of the stand- 


ard home-laundry line. 


FOR COMPLETE INFORMATION. 


Factory and Gen’! Offices: 2801 Losey Bivd. S. 


La Crosse, Wis. 


Export Office: 80 Brood St., New York City. 
Cable Address: Eximport 


Dallas Rejects ASA-B9; Says 
City Codes Are Adequate 


DALLAS—The city of Dallas has 
rejected a safety code based on the 
ASA-B9 Safety Code for Mechanica! 
Refrigeration and submitted by the 
local chapter of the Refrigeration 
Service Engineers Society. 

Explaining the action, the city 
building inspector said regulations 
now in the plumbing, electrical, and 
building code provide all coverage 
necessary on installations. 

However, he agreed that the safety 
factor called for in the petition is 
desirable and promised to cooperate 
fully with the refrigeration service- 
men. He said he would send letters 
to firms concerned, advising them of 
eurrent regulations and that a per- 
mit is needed before any installations 
are started. 

Cooperation was also promised by 
the city electrical inspector. He added, 
however, that his staff is currently 
short-handed but that one man is 
making inspections on atmospheric 
towers. 

R. J. Sexton, of Advance Refrigera- 
tion Service and the RSES, said the 
petition was submitted because RSES 
members, “knowing that the city has 
now reached 500,000 population with- 
out any known fatal refrigeration 
accidents, thought the time at hand 
to have an ordinance enacted to help 
keep this good record by having an 
examination for refrigeration men 
and proper inspection of the many 
new jobs now being haphazardly in- 
stalled.” 

Rejection of the code, Sexton com- 
mented, “seems like a step backward.” 


No End to Credit Curbs 
Seen at Present—FRB 


WASHINGTON, D. C.—Dropping 
of government controls over instal- 
ment buying is not being considered 
“at present,” declared an official of 
the Federal Reserve Board last week. 

This followed an earlier report that 
the board was ready to suspend Regu- 
lation W provided there were no 
changes in the current economic pic- 
ture, but was waiting to see what 
Congress would do to its control 
powers in acting on the defense pro- 
duction law which expires June 30. 

Presumably, if the board dropped 
its credit curbs before Congress acted, 
this power would be eliminated if 
the controls law is extended. 

Unnamed officials of the board had 
been quoted as saying that ending of 
the curbs might help lagging sales. 


Whirlpool Drops Prices on 
All Avtomatic Washers, Driers 


ST. JOSEPH, Mich.-Prices on all 
Whirlpool automatic gas and electric 
driers have been reduced from $19- 
$24, it was announced by John M. 
Crouse, Whirlpool sales manager. 

Refunds will be made to both dis- 
tributors and dealers on any inven- 
tory in their possession purchased 
during the past 60 days, Crouse said. 

New retail prices, which include 
Federal excise tax, would reduce the 
price of the electric drier, model 
501820, from $263.95 to $239.95. Drier 
model 501830, gas other than LP, and 
model 501840, LP gas, were reduced 
from $318.95 to $299.95. 


New Crosley 8.2-Cu. Ft. 
Freezer Priced at $299.95 


CINCINNATI--A new 8.2-cu. ft. 
capacity home freezer with a sug- 
gested price of $299.95 was announced 
recently by the Crosley Div.. Avco 
Mfg. Corp. 

The new model, the SDF-8 Crosley 
Shelvador freezer, carries the lowest 
price tag of any unit in the Crosley 
home freezer line, which now num- 
bers six models ranging from 8.2 to 
20 cu. ft., in addition to an ice cream 
freezer. 

The unit, which is 39% in. long, 
39% in. wide and 37 in. high, holds 
287 Ibs. of food. It has a welded 
wrap-araund all-stee!l cabinet, spe- 
cially tréated for rust resistance. 

A push bar latch releases the lid 
with a touch, and the lid is counter- 
balanced by springs for easy opening 
and safety in closing. The freezer’s 
table-top height provides additional 
work surface. 

A shelf for loading and rearrang- 
ing food is provided by a flat one- 
piece plastic border around the top 
edge of the food compartment. The 
temperature control may be set for 
zero storage or for fast freezing at 
-20° F. The heavy-duty compressor 
is sealed-in-steel for permanent lubri- 
cation and long life. 
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MISSING SOMETHING? 


More and better useful 

information is yours for 

the asking. See “What's 
New” page. 


TYPHOON 


AIR CONDITIONING 


@ You work your head off to land that air conditioning 
job. Then what happens? So many service headaches, 
you wind up in the red. But not with Typhoon. Forty years 
of Typhoon experience in manufacturing cooling equip- 
ment has produced a unit so ruggedly engineered it holds 
service calls to a minimum. Typhoon units deliver full- 
rated capacity without overtaxing equipment because all 
Typhoon units have oversize, slow speed, rugged com- 
pressors, oversize all-copper cooling coils and all-copper 
condensers. Typhoon dealers receive the utmost in factory 
cooperation. Parts ordered are generally shipped within 
48 hours to ease the pressure on your service department. 
Typhoon takes the trouble out of air conditioning, leaves 


the profits in. 


Air Conditioning Units — 11-20 tons, Multi-packaged 
Systems up to 60 tons, Prop-R- Temp Heat Pumps - 2-20 
tons, Evaporative Condensers, Packaged water chillers. 


TYPHOON air conpiTioNING CO. IN 


794 UNION STREET, BROOKLYN 15, 
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